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MEAN TO TELL ME 
26 BRUSHES 


MAKE A COMPLETE 









The New No. 40 
WOOSTER 
SWINGING 
SAMPLER 
Double-side metal 
display. Swings 
from wall or shelv- 
ing. 94 brushes, but 
only 26 different 

kinds. 





& 





@ Exactly! Concentration on a condensed, salable line is the secret 





of success in brush retailing. And now, such a line is available without 

















guesswork, without chance of error. By installing the 1937 Wooster 
3-Point Merchandising System, you get the 26 most popular brushes 
made by Wooster ...a selection of the brushes rating highest in 


actual consumer demand. Only 26 brushes...making up a condensed, 
The New No. 30 


fast-selling, profitable and complete line! Guan 
sant : : : SAMPLER 
Three scientifically-designed display units... for wall, counter and Two-deck metal 
P —* ‘ : stand. Holds 67 
table top ... give this line still more sales appeal, more rapid turnover. brushes, from same 
condensed line 
All brushes are interchangeable between these units. Reserve stock —— 


always is on display. And any of the 26 numbers may be purchased 


} 
Y) individually for open stock if desired. 
Y, Before placing spring orders, don’t fail to give thorough considera- os Seed fee 20 
; — . WOOSTER 
tion to this modern new plan... to this simplified, condensed, VARIETY 
VENDER 
money making line. Send for the FREE 8-PAGE FOLDER fsoueet of — 
enders o e 
“5 which illustrates and describes the 1937 Wooster 3-Point me See. a P 
e Merchandising System and brushes featured in it... — 
‘J o, 
7, 2 % which also shows dealer profit margins. Mail 
4% % “eC 
Cr ce 


% %, 6 ! 
4, 9 M o, “f the coupon today! 





ENTHUSIASTIC RECEPTION GIVEN TO THE 


=MORIM~ 


THE NEW AUXILIARY LOCK DEVELOPMENT BY 


























The “MORIM" 
No. 52 Deadilatch 
Retail $3 


WO WEEKS AGO 
we published our first 
announcement of the 
“MORIM”. Since that 


protection with distinctive 
appearance—provides the 
security of a deadlock and 
the convenience of a spring 


time orders have been arriv- 
ing in a steady stream—from 
merchants in every section of 
the country. 


The “MORIM” is an entirely 
new development in auxiliary 
locks. It combines maximum 


latch. 


This fine lock not only does 
not detract from the appear- 
ance of the door but actually 
adds to its attractiveness. It is 
furnished in a beautiful satin 
bronze finish. 


NOTE: The “MORIM” will be featured in an advertisement 
in the January 9th issue of The Saturday Evening Post. 


Get in a stock—call your jobber or write us 
direct. This lock is a real profit-builder. 


THE YALE & TOWNE MFG. CO. 


STAMFORD, CONNECTICUT - 


U. S.A. 
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DE LAVAL 


Separators and Milkers 


The greatest money-making ma- 
chines are the most profitable 
for any dealer to sell 


De Laval Separators and Milkers are most profitable for any 
dealer to sell because they will earn their users more money 
and pay for themselves sooner than any other farm equipment. 

They earn more money because they do better work, last 
longer, and increase the quantity and improve the quality of 
the product. 

The opportunities for the sale of De Laval Separators and 
Milkers were never greater. A large percentage of the separa- 
tors in use today are wasting butterfat and should be replaced 
with new De Lavals. At least 80% of all the cows in this 
country are still being milked by hand, although a large per- 
centage of dairymen have made up their minds to get milkers 
as soon as possible, and many can be sold now. 

There never was a time in the 59 years of De Laval’s leader- 
ship when De Laval Dealers had so much to offer their cus- 
tomers — the best, broadest and most complete lines; machines 
for every price class; the most liberal settlement terms; backed 
by widespread advertising and effective dealer sales helps. 

New and aggressive dealers are always welcome in the 
De Laval organization. If you are interested please get in 
touch with us. 


THE DE LAVAL SEPARATOR COMPANY 


New York 
165 Broadway 


San Francisco 
61 Beale St. 


Chicago 
427 Randolph St. 


This De Laval Separator 
Produced $11,820.08 Worth 
of Cream in 17 Years 


The lady shown in the accompanying illustration, 
busily operating her De Laval Separator, is Martha 
Wilkin of Cedar Rapids, Iowa. She says: 

“After 17 years’ use of my De Laval Separator, 
bought in 1919, I can say that it means much to me. 
It has been used constantly and has given excellent 
service, separating the milk well. My accounts show 
there has been cream sold amounting to $11,820.08 
in the 17 years, besides what we have used our- 
selves. We use cream in all our cooking. 

“T think that the De Laval is the only separator 
to have. What better guarantee could one want for 
De Laval’s quality than 17 years of constant use 
and still a good separator?” 


This De Laval Milker 
Earned $8,000.00 in 14 Years 


Here is an example of what De Laval Milkers 
do for their users as reported by R. E. Herron of 
La Fayette, Ind., who says: 

“I have owned a De Laval Milker for 14 years 
without missing a milking. It has easily earned 
$8,000.00 during that time besides the better price 
in producing high quality milk. 

“We produced nursery milk for five years for 
the Sunshine Corporation without having one can 
turned down. That is one record we are proud of. 

“If we had not this milker I think during these 
extremely hot days our cows would have been sold. 
It is the best investment I ever made; so depend- 
able, always ready to go; you don’t have to depend 
on hired help; it puts you on the best terms with 
your cows—the same kind of milking every day. 
They are content and we are too; that makes the 
dairying pleasant. 

“Our milk must score 90 or we are penalized. We 
have never been. 

“I want to thank the Company for doing so much 
for the dairy industry; also for the great service. I 
don’t believe there is a greater invention than the 
De Laval Milker.” 





There are four complete series of 
De Laval Separators, with 16 differ- 
ent styles and sizes covering every 
purse range, and providing the best, 
broadest and most complete line of 
cream separators in the world. 


There are also two styles of 
De Laval Milkers—the famous Mag- 
netic, the world’s best milker; and 
the Utility, the best milker of its 
class in the low price field. 
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Westinghouse 
First class accommo- REFRIGERATOR | 
dations now available aia 
for live refrigerator 
dealers who want to 
make money in ’37. 


WESTINGHOUSE, 
Refrigerator Division, 
Mansfield, Ohio 


Westinghouse 
REFRIGERATORS 
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Put 
RUBBERSET PAINT BRUSHES 


UP FRONT! 





The best known name in the business 
is an asset to any store! 


F you fill your windows and load 

your counters with paint brushes 
nobody ever heard of, you waste 
time, space and profits. Displaying 
Rubberset Paint Brushes is differ- 
ent. Rubberset displays attract 
people who are already “sold” on 
these famous brushes—they turn 
these people’s trades JO YOUR 
STORE. 

Few will dispute the fact that 
Rubberset is the best-known paint 
brush brand in the country. Rub- 


berset’s reputation for quality and 
value is still growing after more than 
50 years of sales. 

Painters everywhere know that 
Rubberset brush bristles can’t 
come out —that all the materials 
used by Rubberset are the finest that 
can be used. 

Naturally, Rubberset’s line has 
changed progressively year after 
year. New improvements have been 
introduced. Recently, the Rubber- 
set catalog was reduced and simpli- 


Insist on Genuine 


fied to cut dealers’ inventories and 
increase their paint brush turnover 
and profits. But there’s still a Rub- 
berset Paint Brush to please every 
customer you have! 

Your customers aren’t satisfied 
with any old “‘set-in-rubber”’ or 
“‘yulcanized-in-rubber”’ paint brush. 
When they ask for Rubberset Paint 
Brushes, they mean genuine Rub- 
berset. The Rubberset simplified line 
brings you bigger initial profits— 
and it builds good will for your store! 


RUBBERSET PAINT BRUSHES 


(TRADE MARK) 


THE RUBBERSET COMPANY .- ESTABLISHED 1873 - NOW UNDER THE OWNERSHIP OF BRISTOL-MYERS CO. 
56 FERRY ST., NEWARK, N. J.*+ 37 SOUTH WABASH AVE., CHICAGO - 1534 SOUTH OLIVE ST., LOS ANGELES 
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15,000,000 


PLACED BY DISTRIBUTORS 





Al SPECIAL PREVIEW OF 


937 NORGE APPLIANCES 


Amazing New Line 
Scores Smashing Success 


The 1937 Norge Home Appliances shown in a special pre- 
view to Norge distributors caused the greatest sensation in the 
history of the company. Backing their tremendous enthusiasm 
with $15,000,000 worth of signed orders, the distributors 
attending the meeting predicted that Norge would cause the 
greatest buying wave in home appliances that the industry has 
ever seen. Again Norge leads with products that sell on sight! 


A WORD TO WISE DEALERS: WAIT! 








AGAIN NORGE LEADS ! 


Enthusiastic Acceptance 


Sets New Record 


In addition to presenting products 
with the greatest natural sales ap- 
peal ever found in any complete 
line, Norge announced the biggest 
sales promotion and advertising 
campaign in its history! Alert deal- 
ers will fall into line in the Norge 
Profit Parade immediately. Liberal 
finance plans make it EASY to be 
a Norge dealer, too. 











DEALERS: MAIL 
COUPON NOW! 


NORGE DIVISION Borg-Warner 
Corporation, Detroit, Mich. 





Please send me full information on the 
1937 Norge line and details of the Norge 
dealership proposition: 


NAME 
ADDRESS — 


CITY — eee 








Rollator Refrigeration (Domestic and Commercial) e Gas and Electric Ranges @ Washers and Ironers © Whirlator Oll Burners @ Fine-Alr Furnaces @ Ar Conditioning © Circulator Room Heater 
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The Choice 


—by popular vote 


HE No. 900 National Door Set has been 

steadily gaining popularity in the build- 
ing trade due to its wonderful performance 
in service wherever installed. 





This well-constructed door set employs quiet- 
acting vertical springs and pulleys to glide 
the three-section doors straight up, parking 
them overhead where they are safely out of the way, permitting full use 
of the completely unobstructed floor area below. 


No.900 National Door Set 


The doors of this thoroughly modern and dependable set are furnished fully 
glazed and with most of the hardware mounted in place. This feature greatly 
simplifies installation, while many exclusive mechanical features insure de- 
pendable, friction-free operation. 





A two-car garage installation 


Your trade will be quick to appreciate the superiority of the No. 900. Your 
stock should include this profitable sales leader. Write for full particulars and 
join the progressive group of National dealers. 









Below — special 
closing feature 
National Hardware is sold direct to the 
retail dealer—a policy that promotes qual- 
ity, service and direct selling cooperation. 





NATIONAL MANUFACTURING CO. 


STERLING, ILLINOIS 


Above—note 
rabbeted joint 
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DAZEY-SPEEDO 
Super-Juicer 
A Prime Favorite 
During the Gift Buy- 
: ing Season. Display 
‘ It Prominently 
*$1.75 RETAIL 
| DAZEY SHARPIT 
4 A Good Seller Any 
Time—Phenomenal 
ow 


*$1.50 RETAIL 
*Minimum Retail 
Prices—Slightly 
Higher West of 
Rockies 








GIFT SALE 
| | PACEMAKERS 


of 1936 


DAZEY De Luxe 
Formerly SPEEDO 
Most Sensational 
Seller Of All Prac- 
tical Gift Items. Fea- 
ture It To The Limit 
*$1.69 RETAIL 


DAZEY SENIOR 
Only DAZEY De- 
Luxe Outrivals it as 

the favorite can 

opener gift 


*$1.39 RETAIL 
DAZEY JUNIOR 


A Boon to Lean 
Purses. Great for the 
Kiddies 
*$.69 RETAIL 








FRE WRAPP 


From now until Christmas 
Dazey Devices will be 


should, therefore, 


jackets can be torn off and 


put into regular stock; no dead merchan- 
dise to carry over—no repacking. 


ORDER FROM YOUR JOBBER TODAY! 
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HOLIDAY 


shipped 
with a gay and attractive holiday 
jacket around the regular carton. 
Dealers have found this a great 
help in boosting gift sales and it 
be prominently 
tured in all displays. After Christmas, the 


ERS 


all 


fea- 


the articles 


CHURN & MFG. CO. & 
4301 WARNE AVE. 
Dept. W-11 









Display...Demonstrate...Advertise 


.. AND SEE GIFT-SALES RECORDS 
SMASHED TO BITS 


EW items in any housewares or 

hardware stock can rival DAZEY 
KITCHEN AIDS for sheer volume 
and ease of selling during the holiday 
season. Millions who own them will 
want to buy them for gifts. Added 
millions who have seen them demon- 
strated or have heard about them, 
will want them for gifts and for their 
own use, too. 


Obviously, therefore, you cannot fea- 
ture these devices too generously. 
Everybody knows about them and 
wants them. Even folks who ordi- 
narily pass up useful gifts welcome 
DAZEY KITCHEN AIDS eagerly 
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ST. LOUIS, MO. 


because they are so attractive, so 
novel and so gratefully received. 
Consequently, any dealer who gives 
them everything he can in display, 
demonstration and advertising will 
not only enjoy an astounding in- 
crease in DAZEY sales, but in vir- 
tually all other lines as well. 

Why not decide now that you are 
going to share to the limit in the big, 
easy,extra Holiday profits DAZEY’S 
popularity makes possible. Put your 
display of DAZEY’S in their cheery 
holiday wrappers on your counters 
and in your windows. It will pay you 
well to do as other stores are doing 
as shown below. 

















a PREMIO O§ SKILL 


, a" 


«Already 
manifestin 
From the s 
York Sun- 


Never before has there been such a ready-made, receptive 
market for quality files needed to help skilled workers miake 
every filing second count. And never before such efficient 
files to meet this need. 

Talk to your customers about the new tooth construction 
of Nicholson, Black Diamond and McCaffrey Files. Tooth 
construction made according to a new principle of con- 
trolled irregularity. With up to three times as many cutting 
edges per square inch, these files have a keener bite . . . last 
longer . . . stay on the line of work. 

Let these improvements make file sales for you. At hard- 
ware wholesalers’. Nicholson File Company, Providence, 


R.1., U.S. A. 


A FILE FOR EVERY PURPOSE 


, rad 
B, < bs 
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That's what they all say! 





U-S*S AMERICAN HEX-CEL soitterternc SELLS ON SIGHT! 
COSTS NO MORE THAN ORDINARY NETTING 


THIS SIMPLE 
ONE-TWO-THREE 
DEMONSTRATION 


DOES IT! 


NO OTHER POULTRY NETTING CAN MATCH HEX-CEL 
That’s what your customers will tell you once they’ve tried U-S-S 
American Hex-Cel. It will open your customers’ eyes to real 
poultry netting value! For Hex-Cel is a deter poultry netting 
in every way! 

COPPER BEARING WIRE—ZINC COATED 
Hex-Cel fights corrosion. Made of Copper Bearing Steel Wire, 
smoothly coated with zinc. Uniformly woven and evenly wrapped 
into trim rolls that unroll easily without kinking. Hex-Cel is easy 
to erect. Stretches tightly without bagging. Yet, with all its ad- 
vantages, American Hex-Cel costs no more than ordinary netting. 


LOCK JOINT KEEPS MESH TRUE 
Hex-Cel Lock Joint holds each cell in true alignment. This means 
a flat, non-buckling netting—makes the use of top and bottom 
boards unnecessary—requires fewer supporting posts. 


NATIONALLY ADVERTISED PRODUCT OF 
UNITED STATES STEEL SUBSIDIARIES 
U-S-S American Hex-Cel is made by a subsidiary of United 
States Steel. Advertised regularly to your customers in the leading 
poultry and trade journals. You can make more money with 
Hex-Cel. And more satisfied customers. Order a stock now. 





COMPARE HEX-CEL FEATURES WITH OTHER POULTRY NETTINGS 


COPPER BEARING STEEL smoothly 


coated with zinc fights corrosion and American Hex-Cel. 


rust. 


uneven edges. A big selling point for 


EVENLY WRAPPED — Uniform 


ANOTHER GOOD 
SELLER 


American Straightline 
Poultry Netting 


weav- : 
A very popular type of poul- 





LOCK JOINT holds each cell in true 
alignment. Makes a flat, non-buckling 
netting. 

UNIFORM MESH—every cell exactly 
alike. The “‘pull” is identical on every 
cell, which means a trim tight fence 


without kinks or bulges. 


LIES FLAT—and stays flat. No kinked, 


ing and firm, even wrapping give each 
roll a neat, attractive appearance on 
the sales floor. 

EASY TO ERECT— Unrolls easily. 
Handles well. No kinking. No “‘flying”’ 
ends to get out of hand. 

SUPPORTS ITSELF—Top or bottom 
boards are unnecessary. Fewer sup- 
porting posts required. 


Made in 1 inch and 2 
inch Meshes. Nos. 19 
and 20 Gauges. All 
heights from 12inches 
to 72 inches, inclu- 
sive. Galvanized be- 
fore or after weaving. 


try netting. It is easy to 
erect. Requires no top or 
bottom boards and fewer 
posts because of the many 
strong line wires. All popular 
sizes. Straightline netting is 
made of copper bearing wire, 
carefully galvanized either 
before or after weaving. 


U-S-S AMERICAN HEX-CEL POULTRY NETTING 


Columbia Steel Company, San Francisco, Cal. 


American Steel & Wire Company, Chicago, IIl. 


Tennessee Coal, Iron & R. R. Co., Birmingham, Ala. lig United States Steel Products Co., New York, Export Distributors 


UNTER Se SIiaATES 8S fare. 
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Sell Skates that Satisfy— 


A satisfied skater seldom changes his skates 
for another brand. Union Hardware Ice 
Skates completely satisfy. They are made 
right and stay so. Skaters are continually 
recommending them. The same dealers sell 
them year after year. Known for over 75 
years. They are always dependable and can 
be retailed profitably at prices within the 
means of every skater. ~ 





What a line! Beautiful Hockey, Screw Clamp 
and Figure Skates in models to please every 
customer. Strong, sturdy runners of fine 
quality steel that grip the ice, hold their edge 
and make skating a pleasure. Christmas is 
just ahead—a window display of Union Hard- 
ware Skates will reflect the Christmas spirit 
and increase your skate sales. Make it NOW. 


If not fully stocked—send for Catalog No. 35. 
It illustrates and describes the complete line. 


Please Order from Your Jobber 


(BEWVEE OE © | 
HARDWARE COMPANY 


Paro. 


sol -1-11 “ich ae) Pele! “1 


NEW YORK OFFICE ISI CHAMBERS STREET 
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Model of Nos. 5624, 5624/2, 572442 


Ladies’ Screw Clamp Skates 


Model of No. 5124 


Ladies’ Screw Clamp Skates 






Model of Nos. 524¥2L and 424¥2L 
Ladies’ Screw Clamp Hockey Skates 





No. 94 “Screw-to-the-Boot” 


Figure Skates. 





Z a 


Continental pattern. 


With Saw Tooth Toe 


—— —- - 


No. 96 “Screw-to-the-Boot” 


Figure Skates. 


Similar to No. 94, except the Plates are 
detached from front of runners 


Continental pattern. 








No. 07 “Screw-to-the-Boot”’ 
Hockey Skates with Relieved Runners 





No. 1562 New Tubular Hockey Skates 





Model of Nos. 1624, 1624¥2, 1724/2 
Men’s Screw Clamp Skates 


UALITY PRODUCT 


with Clamps. 
Satin Nickel 
Finish 
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New Latch for 
SCREEN OR 


COMBINATION 


DOORS 


by 
STANLEY 


This new Stanley Latch 1242 answers 
the question of what to use on screen doors, 
storm doors, or combination doors. Low in 
price, yet smooth-working, it is sure to be 
a big seller. 

Here’s why it will appeal to your custom- 


NEW 1754 SET 


Includes this new 1242 Latch, | pair 
reversible Screen Hinges, 3” x 254”, 
and a No. 3 Coil Spring. One leaf of 
the hinge is countersunk on both sides 
and can be reversed to accommodate 
a 1'” thick door in a 7%” rabbet. 
The complete assembly is packed one 


in a box, with screws, and is regularly 
furnished in KF and K finishes. 


















ers: all working parts are inside the door. 
Its special box strike is reversible, requires 
no mortising, and has no projections to catch 
clothing. The design is graceful and at- 
tractive. For weather protection, all parts 
are cadmium plated before receiving the 


final finish. 


To show the construction and easy opera- 
tion of this latch, get a model for your 
counter. Ask about it when placing your 
initial order. 


THE STANLEY WORKS 


New Britain, Conn. 


SELL STANLEY HARDWARE 


HARDWARE AGE 
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GLASS FOR THE WINDOWS OF THE 
N NATION! In the warehouses of pro- 


gressive glass jobbers throughout the 


” country... in the warehouses of the 


Pittsburgh Plate Glass Company .. . 
are complete stocks of Pennvernon Window 
Glass ready for your use. And that means 
glass brought to the peak of sheet glass per- 
fection by skilful Pennvernon Craftsmen. 


Our new booklet, called “The Making of a 
Leader”, describes in dramatic pictures the man- 
ufacture of Pennvernon Window Glass. To get 
your free copy of this interesting book, sign 
and mail this coupon to 


PITTSBURGH 
PLATE GLASS COMPANY 


2203B Grant Building, Pittsburgh, Pa. 
Name 

Address — 

City - 





THE PEP. ... SPARKLE 


.. of this saw display in your window, Mr. Dealer, stops 
the crowd ... makes °em buy. This Pruning Saw display sells your merchandise 


twenty-four hours a day. It is one of the Big Four in Atkins’ 1937 Merchandising 
Program of: 


Sensible Buying Minimum Stock 
Sound Merchandising Quick Turnover 


Brilliant Display Dealer Profit 
Costs Only $17.87—Your Profit $10.99 
Merchandiser FREE 


Order today from your jobber . . . and don’t forget to ask 
about the other three units of Atkins Quality Dollar campaign. 


E. C. ATKINS AND COMPANY, 410 So. ILLINOIS STREET 4% 
INDIANAPOLIS, INDIANA ATKINS 


“ATKINS ALWAYS ANE AD” 


ATKINS Sher Steel SAWS 


A FAMILY OF CHAMPIONS 


HARDWARE AGE 
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With an ATTRACTIVE SALES FRANCHISE 


Proudly we announce the finest line of Coleman Safety 

Ranges we have ever produced—the stoves of the year! 
In our opinion they are outstanding leaders, foremost 
in modern beauty...in ease of operation...in econom- 
ical, dependable service. To consumers the name 
“Coleman” is a sterling warranty of satisfaction —to 
dealers, operating under the Coleman Sales Franchise, 
it means steady profits. Check these features: 


@ Coleman Alone has genuine, fuel-saving Band-A-Blu Burners! 


@ Coleman Alone has Instant-Gas Carburetor Valve with Auto- 
matic Safety Lock! 


@ Coleman First created incomparable safety with Everdur Metal 
Fuel Tank! 


@ Coleman First created genuine Instant-Lighting! 
@ Coleman First created modern style and beauty in a liquid fuel 
range! 
Check them point-by-point, dollar-for-dollar! They ask no 
odds of any stove—anywhere—at any price! 


ATTRACTIVE SALES FRANCHISE: For acceptable dealers 
an opportunity to develop in your own territory an expanding 
volume of sales with this fine, profit-building stove line. If you 
are not now a Coleman Range dealer, write or wire at once for 
our 1937 Coleman Safety Range Franchise for your territory. 


The NEW 1937 CATALOG IS READY > 


A big 32-page book filled with stove information from cover 
to cover. All models handsomely lithographed in their natural 
colors. Illustrates and explains the many outstanding features 
of the 1937 Coleman Safety Ranges. Write for your copy now! 







(AD29) 


THE COLEMAN LAMP & STOVE COMPANY 


Wichita, Kans. Chicago, Iil. Philadelphia, Pa. Los Angeles, Calif. Toronto, Can. 
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CONDENSED HARDWARE AGE INVENTORY FORM 


oa cenennneneennsccneenees-------USE THIS COUPON ............22222--22222-2-22--- 






























































Actual size of sheets 9% by 12 inches 
over all; .writing area 8/7, x I11)/, 
inches. Sheets printed on both sides, 
with 28 entry lines on each side. 
Price $1.25 for 200 sheets (400 pages). 


Simplify Your Stock Taking with the 


To make your anuual inventory taking an 
easier, surer job, we asked 1,000 leading retail 
hardware dealers to help us design a new 
HARDWARE AGE Inventory Record Sheet. 


From the many suggestions we received, a 
new sheet was designed—in a new size and form 
to sell at a new low price—200 sheets for only 
$1.25, which includes postage. As these sheets 
are printed on both sides, this means you really 
get 400 pages of inventory record sheets. Each 
page has room for 28 items. Your $1.25 invest- 
ment provides inventory space for 11,120 items. 


During the past years, thousands of retail hard- 
ware dealers and wholesalers have used mil- 
lions of HARDWARE AGE Inventory Sheets be- 
cause they found them simple, convenient and 
handy to use. This new form is the best ever— 


HARDWARE AGE, 
239 West 39th Street, New York, N. Y. 
Gentlemen: 


it’s even more simple, more convenient and 
easier to use. Our entire effort was directed to- 
ward making your annual inventory taking an 
easier and surer undertaking. 


These new HARDWARE AGE Inventory Sheets 
will fit the HARDWARE AGE Inventory Sheet 
Binders which are used by thousands of dealers 
who reorder their HARDWARE AGE Inventory 
Sheets year in and year out. 


Due to the exceptional low price at which 
these sheets are sold and which applies to the 
United States and its possessions only, please 
have your money order or check accompany 
your order. Use the coupon below to order 
your supply today and make your inventory 
taking this year easier and surer with these 
sheets. 


PreK ce Ses 





ay Tis 
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Here is my $ . Please send me ........ hundred HARDWARE AGE Inventory Sheets (200 for $1.25, which 
includes postage). Also send me ........... Binders (50c each). Send these to me by return mail. 
ME Axlescnlly. f yaa W's sn. a ded aoe WERT Cnn ea dee een Dae eRe PET, Sacer Sa ichia wo eiee Pe nd oa ehoe See eaalu sma este isis 
MEE Cadac cc aceevaraveteyees cece ed eeesavereethoses aren eae CAE ora bs Ras aired pi Pi Pera, Chass Ree ee Bae 
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IGHT now, when you are making plans for your 
new stock of screen cloth, remember the sales 
power in the name “‘Cyclone.” Cyclone ScreenCloth 
is easy to sell. Customers have confidence in the 
name. To them it spells quality and satisfaction. 
Scenes like the one pictured above are likely to be 
a frequent occurrence in your store if you stock up 
on Cyclone “Red Tag” Screen Cloth, and display 
it prominently. 
The cloth lies flat and even, without curling. 


How to be sure this happens 
in YOUR STORE next season! 





Double wire outer selvage gives added strength and 
rigidity to the fabric—makes it easier to stretch 
“square.” Black enameled, galvanized, bronze or 
copper. Every roll comes packed (at no extra charge) 
in a strong fibre carton which exactly fits the roll. 
Protects it from damage. Makes handling easier. 


Phone your jobber now. Don’t delay. Get prices on 
screen cloth and lawn fence—and on Cyclone ‘“‘Red 
Tag” Hardware Cloth, a strong, dependable, evenly 
woven cloth in all the standard widths and meshes. 


USS CYCLONE ‘Redjag” SCREEN CLOTH 


Made by the makers of Cyclone Fence 


Cyclone Fence Co., General Offices: Waukegan, IIl. 
Branches in Principal Cities 


Pacific Coast Division: Standard Fence Co. 
Oakland, Calif. 
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ATLA 


FOR OVER A CENTURY ATLAS HAS BEEN THE DEPENDABLE SUP- 
PORTER OF DISTRIBUTION THROUGH THE HARDWARE JOBBER 


A WORTHY POLICY WHICH INVITES YOUR INCREASED BUSINESS. 







ATLAS TACK CORPORATION, FAIRHAVEN, MASSACHUSETTS 
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Occupying entirely thirteen and one-half acres. of manufacturing 


facilities. Producing 24,000 different items at your disposal. 
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NEW LOWE BROTHERS LABELS 


buy \ppeal 


REFLECT THE HIGH 


QUALITY OF THIS 67 YEAR OLD LINE 


The Lowe Brothers Company an- 
nounces new and distinctive labels 
which represent an important 
advance in the appearance of pack- 
ages in the paint industry. They 
give to dealers in Lowe Brothers 
products a line in a modern, beau- 
tifully attractive dress which 
creates new prestige; gives more 
effective display; and has greater 
sales appeal. 

In keeping with modern packag- 


ing, one basic label design for the 


THE LOWE BROTHERS COMPANY 


entire line identifies each product 
as a member of the great Lowe 
Brothers family — yet the various 
product labels differ through use 
of individual color combinations. 

With their rich and dignified 
simplicity, the new labels signify 
the high quality of the paints con- 
tained in the cans. Their appealing 
and harmonious effect suggests the 
pleasing decorative results that can 
be obtained by using LoweBrothers 


products for every purpose. 


* 


So, dealers in Lowe Brothers 
Paints and Varnishes now have all 
the sales advantages of the line 
that’s “all dressed up and going 
places.” It’s a great combination— 
a distinguished high quality line, 
and modern, eye-catching labels. 

If you do not know the full 
details of Lowe Brothers’ dealer 
merchandising plan and exclusive 
franchise—get the facts and “go 
places” with Lowe Brothers. Mail 
the coupon today. 


DAYTON « OHIO 


Branches and Warehouses in Principal Cities 


Name_ 
Address____ 
City 


The Lowe Brothers Company, Dayton, Ohio 


Without obligation, send us complete information about the Lowe 
Brothers exclusive dealer franchise and your merchandising assistance. 











PAINTS «x VARNISHES 


Quality Unsurpassed Since 1869 


___ State__ 
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INQUIRIES LIKE THIS PROMISE 


@ Right from the men who use shovels come 
these letters, which all boil down to one 
message: “Experience with Wood’s Shovels 
has taught us they are better than any 
others. Where can we buy them?” 

Writers of such letters are sold on Wood’s 
Shovels ... and the selling is done by the 
shovel itself. There is a real demand for a 
shovel that lasts longer, takes more punish- 
ment, is easier to handle. Wood’s fit that 
demand. The shovel user knows, and he 
asks for ““Wood’s Shovels.” 

That’s one reason why your profit on 
shovels will be better if you sell Wood’s. 


SELL THE SHOVELS 


1 The Closed-Back— provides a smooth 
back with unrivaled strength ot one- 
piece design . . . also new simplicity of 
handle replacement. 


2 The Turned Shoulder — strengthens 


blade, saves shoes. 














Shovels » Spades» Scoops 





THAT 








YOU proftlahte BUSINESS 


Another reason is reduced inventory. 
Wood’s Closed-Back supersedes strap-weld, 
solid shank, and hollow-back shovels. One 
type of shovel, the Closed-Back, makes a 
complete stock. 

Your profits start the day we can answer 
the ““Where-can-I-buy” requests from your 
locality with your name and address. 

Get complete details about the famous 
Wood’s brands: “Moly,” Big Fist, Stuart, 
Wilson and Piqua. Don’t delay writing to 
your jobber for complete information, or 
direct to THE WOOD SHOVEL AND 
TOOL COMPANY, PIQUA, OHIO, U.S.A. 


THEMSELVES 


SELL 


3 The Tapered Sdcket — strong and 
solid, fits the hand. 

4 Heat Treating — makes high-grade 
steels in “Moly,” Big Fist, Wood and 
Stuart grades hard, to resist wear. 
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Retail Advertising— 


From all parts of thé country 
come reports heralding greatly 
increased use of newspaper ad- 
vertising space by retailers. The 
figures to date are not complete, 
but as available do indicate that 
certain retail classifications are 
promoting their goods and ser- 
vices to the best of their bud- 
getary opportunities. As a retail 
trade, the hardware business con- 
tinues to lag behind in the use 
of advertising, although similar 
merchandise is heavily advertised 
by competing forms of retail 
groups. Newspaper advertising is 
not always practical for hard- 
ware stores, serving as many do 
a limited area of the territory 
covered by available newspapers. 
In such locations, there is avail- 
able direct mail, consumer cata- 
logs, circulars and general par- 
ticipation in the various local 
campaigns sponsored locally to 
stimulate business. A majority of 
wholesalers are prepared to offer 
helpful assistance for the proper 
kind of dealer advertising, pro- 
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viding such help at low cost 
prices. As the Christmas holiday 
selling season approaches there is 
increasing need for consistent 
dealer advertising to encourage 
gift buying in hardware stores. 
All signs point to an abnormally 
heavy Christmas volume, and 
again some shortages of desirable 
merchandise. There will be the 
usual scramble of last - minute 
buyers, frantic to find suitable 
gifts. The more advertising and 
promotion hardware men give to 
their holidays market opportuni- 
ties, the greater the returns when 
the festive day has passed. 


Patman Act— 


Continued confusion surrounds 
the Robinson-Patman Act and its 
probable developments as an aid 
to the independent wholesaler and 
retailer. There is a very evident 
desire on the part of many busi- 
ness men to render their own ver- 
dict on this law and to offer 
opinions that accommodate a cur- 
rent problem. Such expedient at- 





titudes may be severely shocked, 
if, and when the current test 
cases, under this law, get under 
way. As in the case of the codes, 
there is ample effort, on all sides, 
to make this law serve as an alibi 
for any current shift in sales 
policies. There is unquestioned 
ambiguity in the phraseology of 
part of this law and so there are 
varied opinions and _interpreta- 
tions available even from reputa- 
ble legal advisors. Here and there 
are specific examples of such legal 
opinion which suggest that a de- 
sire for loopholes has been the 
chief motivating spirit. And the 
bill probably has them. 


Boomerang— 


A manufacturer of a_ basic 
hardware line whose distribution 
has been, and is, entirely through 
independent wholesale-retail hard- 
ware channels is for the spirit 
of Patman law. He hopes it will 
finally accomplish its obvious 
purposes and protect his custom- 
ers from unfair competitive buy- 
ing advantages now enjoyed by 
chains, mail order houses and de- 
partment stores. But he has been 
approached recently by one of 
these three major mass distributor 
groups for a quotation on the 
claim that the Patman Act clearly 
permits of quantity discounts and 
legalizes such a procedure. He 
is worried that this thought may 
develop as a boomerang against 
the very obvious intent of this law. 
He says that the average size and 
smaller size wholesalers and re- 
tailers may find in the final analy- 
sis, quantity advantages justified 
by federal law. This, of course, 
brings a thought to the front 
which requires deepest study, for 
it challenges the intent of the 
Robinson-Patman Act, as I un- 
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DEPLETED RETAIL STOCKS 
FORECAST BUYING» RUSH 


4 aN This buyer, 
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photo- 
graphed ata 
recent mar- 
ket, is evi- 
dently well 
pleased with 
what he is 
finding out 
about new 
merchandise. 
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Again pretty college co- 
eds will usher visiting 
buyers during the com- 


ing market. ° 
A prominent 


buyer being 
shown the merits 
of an electrical 
appliance at a re- 
cent market. 
There'll be lots of 
new items at this 
one too. 


The registration desk 
will be a busy scene 
on January 4, where 
it is estimated 2,500 
buyers will obtain 
credentials on open- 
ing day. 


AT THE SECOND INTERNATIONAL 


HOUSEWARES & MAJOR APPLIANCE SHOW 
JANUARY 4-16 INC. 


Brisk fall retail buying is depleting stocks on the 
shelves of America’s stores and shops. House- 
wares and appliance manufacturers are working 
twenty-four hours a day to catch up on produc- 
tion. New lines—more lines—new ideas 
and merchandise await America’s buy- 
ers. Actual requirements due to de- 
pleted stocks are going to bring a rec- 
ord-breaking number of buyers to market 

not only to see what is going to sell 
but to place orders and insure deliveries. 
Write at once for registration blanks and 
complete information. 


“Talkingit over” in the 
ever popular ‘‘Kooler”’ 
where buyers and ex- 
hibitors meet for social 
and business chats. 


INTERNATIONAL HOMEFURNISHINGS MARKETS 


JANUARY 4-16 


The Merchandise Mart Furniture The Merchandise Mart Glassware, 
Market China and Pottery Market 

The Merchandise Mart Floor Cov- llth Semi-Annual Curtain & 
ering Market Drapery Exhibit (sponsored by 

The Merchandise Mart Lamp the Chicago Drapery Mfrs. 
Market Ass’n) January 4-14 inclusive. 


THE MERCHANDISE 
MART - CHICAGO 


THE GREAT CENTRAL MARKET «¢ WELLS ST. at the RIVER 





Competent attendants again 
will render every possible service 
to the buyers at the convenient 
“direction desks’. 
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derstand it, and as its sponsors 
specifically intended it to be. 


Quantity Prices— 


As I read the Patman Act and 
its provisions for price considera- 
tion for quantity shipments, | 
sense a specified check that re- 
quires price advantages to be 
determined solely on the merits 
of savings actually effected 
through the large quantity orders 
under consideration. It should not 
be sufficient for a large distribu- 
tor to offer complete output for 
one month, two months, etc., at a 
lower price on the theory that 
such an order keeps the factory 
running so that regular distribu- 
tors of the goods can be provided 
with merchandise at existing 
prices. The reverse is true, in my 
judgment. For if it were not for 
the “run of the mill” business, 
day in and day out, from reg- 
ular distributors at profitable 
prices there would be no factory 
to keep running a limited time 
for chain or mail order house 
production. If some economy of 
all year production is available 
for part of the year’s production 
it would seem basic that such a 
savings should be offered the ma- 
jority group customer—the inde- 
pendent wholesaler and retailer. 


Under the Wire— 


Sometimes a manufacturer an- 
nounces, in advance of its effec- 
tive date, a proposed price change 
—upward, of course. This is a 
well-known stimulation to encour- 
age increased orders, placed in 
advance of the season, if the goods 
are strictly seasonal. Some buy- 
ers expect this opportunity to 
“get under the wire” as a routine 
matter and spar for the “one more 
volume order at the old price.” 
Often, the records show, this is 
accomplished and from the manu- 
facturer’s standpoint the price ad- 
vance is delayed, even though the 
costs factors which made the price 
advance necessary are already 
faced in his production costs. If 
it stopped at this point the loss 
might be charged to good will. 
But, unfortunately, a wholesaler 
having this “under the wire” 
price makes an “under the wire, 
pre-advance” offer to his custom- 
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ers, the dealers. The wholesalers’ 
salesmen use pressure tactics to 
load up the dealer on the strength 
of the announced advance. And 
the wholesaler loses his advan- 
tage. As a finishing point, the 
dealers, buying more than normal 
requirements, make a similar offer 
to the consumers and the entire 
price advance factors are borne 
by the manufacturer to no one’s 
advantage except the consumer. 


Declines— 


Declines go into effect more 
rapidly, most of the time, and so 
in the course of every business’ 
history is a sour note of losses 
on inventory. Therefore, it would 
seem only sensible to make ad- 
vances as rapidly to offset the 
losses of the lean years when de- 
clines were prevalent. As_ the 
producer faces his rising costs at 
once, assuming the advances are 
premised on justifiable higher 
costs, the price advance should 
be effective as and when an- 
nounced. This would provide ap- 
preciation of all inventory on 
such goods in both wholesale and 
retail stocks. If the general com- 
petitive situation is such that this 
cannot be done, that is another 
matter, but in the hardware busi- 
ness as a whole such a proper, 
economic correction could be 
made and would benefit all three 
factors, the producer, wholesaler 
and retailer. 


Shortages— 


On all sides one hears of short- 
ages on needed merchandise. It 
is apparent that manufacturers 
had little surplus of manufactured 
goods and wholesalers and retail- 
ers inadequate stocks to meet the 
improved demand. As a result, 
orders are fairly plentiful and 
“shorts” are too plentiful. Whole- 
salers whose shortages and back 
orders have been insignificant for 
many years are now seriously 
handicapped by delayed factory 
shipments in the face of a demand 
exceeding available supplies. This 
situation, existing in so many 
basic hardware lines, is one more 
reason why advances, mentioned 
in the previous paragraph, should 
be put into action immediately 
as the law of supply and demand 


is always a factor in governing 
price trends, and it is not always 
that demand is greater than sup- 
ply. 


Criticism— 

Shortages de velo p criticism. 
Wholesalers being in the middle 
get it from both manufacturers 
and retailers because their whole- 
sale stocks are not sufficient in 
the face of improved business. 
Both producers and retailers con- 
sider adequate warehouse inven- 
tory a fundamental of the whole- 
salers’ function in the scheme 
of hardware distribution although 
it is equally apparent that manu- 
facturers and dealers have not 
maintained their proper stocks 
either. So there will be delay 
and with it some loss of volume. 
Substitution is being practised by 
distributors and producers are 
running full shifts to catch up 
with the parade. In fairness to 
all concerned it is probably ac- 
curate to state that even with the 
improved business demand there 
has been an underlying uncertain- 
ty and a shyness toward heavy 
stock investments. If you don’t 
have the goods you can’t sell them 
and yet there must be some bal- 
ance between available capital for 
inventory investment and the op- 
portunity for turnover. If this 
phase of the problem could be 
solved, hardware distribution 
would be a very simple matter. 
Within the memory of all mem- 
bers of the industry are glaring 
examples of bankruptcy and other 
forms of failure because of ex- 
cessive stock investment in slow- 
moving goods. The ghost of 
frozen assets stalks through our 
memory and we lack the courage 
needed at this time to progress 
and keep in step with today’s 
more active demand. That’s why 
orders pile up suddenly and cause 
shortages. Business has been im- 
proving for some time, but we 
only half realized it, having been 
fooled before with optimistic re- 
ports and forecasts, that never 
materialized. But today’s im- 
provement is real. All kinds of 
people have all kinds of require- 
ments. The store with the goods 
will get the business just as the 
wholesaler who has the stock will 
get the preference in trade circles. 
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Charles 
Courtney, 
World 
Famed 
Locksmith 
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His collection of keys and 
locks rivals in interest his 
own adventures as a law- 





ful “safe opener” in all 
countries ... 


The book of a million keys. 
Below: Mr. Courtney and his 
historic collection of locks. 


N the Concourse underneath 
{ the International Building, 
Rockefeller Center, New York 
City, Charles Courtney, world- 
famed locksmith of 530 W. 125th 
St., New York City, has opened 
an unusual branch shop. In ad- o 
dition to servicing the needs of 
business houses, private individ- 
uals and tenants of Rockefeller 
Center buildings, the shop has an 
exhibition of the “development of 
locks through the ages.” The 
most unique display inside the 
store itself—the historical exhibit 
is in the corridor outside the 
store—is “The Book of a Million 
Keys by Charles Courtney.” The 
cover of this display unit, which 
is shaped like a book, points out 
that Keys for your trunk, office, 
home, auto, desk, file and cabinet 
are all included. Keys in the 
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book are all coded, permitting 
prompt service. 

Mr. Courtney has operated his 
main store up in W. 125th St. 
since 1921 and has been giving 
service on lock and key problems 
there through all these years. The 
new branch shop is intended for 
the greater convenience of his 
trade for, as he says, the uptown 
shop “is a little out of the way” 
for many of his clientele and “‘it 
is to their advantage for me to 
have a branch more centrally lo- 
cated.” Right now his Rockefeller 
Center branch is chiefly a good- 
will builder as there are still peo- 
ple from Radio City and vicinity 
who go up to the main shop with 
their problems. The plans for 
opening a large cafeteria on the 
same level as the Courtney store 
is expected to bring hundreds of 
people past the shop every day. 
Where a technical problem is in- 
volved people in the vicinity of 
Rockefeller Center visit the branch 
and the problem can be referred 
to the main store. 

His obligations as a locksmith 
are taken very seriously by Mr. 
Courtney who says, “When you 
buy a lock you are not buying 
the metal in it, you are buying 
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the security which is provided in 
that lock. When people come in 
here to buy a lock my ambition 
is to serve them with proper pro- 
tection. I always ask where the 
lock is going to be installed. If 
it is on a glass door the lock 
should be a double cylinder lock. 
Any lock, unless for a door open- 
ing out should always be a dead- 
lock. It is rather surprising that 
for every twenty millions spent 
for locks 85 per cent is for the 
front door. The burglar looks for 
the darkest place to get in and 
for the cheapest lock. He will 
naturally try the kitchen door be- 
fore he will try the front door. 
“Our business is locks and pro- 
tection. When people ask for lock 
advice I make sure I sell them 
the proper lock which will give 
them the utmost protection, con- 
sequently I have made lots of 
friends. Locks today are so per- 
fect that an impression of a pin 
tumbler lock of today cannot be 
taken unless the lock is taken 
apart on the bench and deciph- 
ered. A pin tumbler lock can be 
set up to a special set-up which 
will defy anyone, including the 
expert, from either picking that 
lock or making a key for it.” 


To catalog, in proper manner, 
all of the exhibits in Mr. Court- 
ney’s collection would take many 
pages. Two of the most interest- 
ing locks are made of wood and 
are in a semi-petrified state. The 
lock which Mr. Courtney is shown 
examining, in one of the pictures 
in these pages, is from the time 
of the Pharaohs and was found 
in the sands of Egypt. In his 
hand may be seen the curved key 
with which, despite the age and 
state of the lock, he can demon- 
strate its operation principles. 
Above the Egyptian lock is the 
oldest known lock in_ history, 
which was found in Mesopotamia. 

Just below the Egyptian lock 
is a wooden pin tumbler lock 
used in Jerusalem two thousand 
years ago. It is now semi-petri- 
fied. Other exhibits on the same 
panel include locks of the Far 
East, once the personal collection 
of Czar Nicholas I of Russia and 
include the fish lock symbolizing 
supremacy on the sea, the scor- 
pion padlock and the wild dog of 
the mountains. An_ interesting 
thing about the scorpion lock is 
the strange clicking sound it makes 
when being operated. A padlock 

(Continued on page 82) 


The Courtney Lock Shop in Rockefeller Center. 
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ACK in 1928, when a large, 
B well-known mail order con- 

cern opened a retail store 
in the vicinity of the G. A. Butter 
Hardware Co., Milwaukee, offi- 
cials of the latter concern went 
into a huddle to discuss the 
matter. 

They knew that this large retail 
store would carry many compet- 
ing lines which might take busi- 
ness from the hardware concern 
unless proper merchandising was 
done to offset it. 

After due study, it was decided 
to take the bull by the horns and 
compete with the retail store on 
a large basis by departmentalizing 
the store and offering quality 
products and excellent service. 

So a new store was built right 
within the shadow of the big na- 
tional firm’s retail store, and 
stocks of the Butter Company were 
increased, as were the various ser- 
vices to the public. 

An intensive selling campaign 
was put on; large-scale newspaper 
and direct mail advertising was 
done to call the attention of many 
people to the Butter organization. 
And the store has prospered 
because of an aggressive, com- 
prehensive merchandising policy 
which has worked out well through 
the dark days of the late depres- 
sion. Today, the Butter concern is 
in excellent condition, is doing a 
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Glimpses of the 
G. A. Butter Hard- 
ware Co.’s store in 


Milwaukee, Wis. 


fine business and will set a new 
merchandising mark in 1936. 

All of which goes to show that 
an independent hardware concern 
can meet keen competition and 
profit thereby, if the proper meth- 
ods are used. 

This hardware firm draws its 
patrons from a city and rural ter- 
ritory. The city trade is reached 
through excellent window displays, 
augmented by well-placed interior 
displays; and newspaper and di- 
rect mail advertising also pull in 
many patrons from the city terri- 
tory. A salesman who follows 
electric appliance leads only also 
brings many prospects to the store 








who purchase electric appliances 
and then are sold other hardware 
items as well. 

The rural territory is reached 
through newspaper and direct 
mail advertising, and in addition 
a special rural salesman is em- 
ployed who carries a small trailer 
behind his automobile loaded with 
a stove, range, electric refrigera- 
tor or whatever the case may be. 
This salesman covers a territory 
with a radius of about twenty 
miles. 

As this salesman contacts farm- 
ers he mentions the various items 
that can be purchased at the But- 
ter store. Often he is able to sell 
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a stove or two from his truck dur- 
ing the daily travels. He is able 
to make about nine calls per day 
in rural territory, and he esti- 
mates that he must make at least 
three calls on every prospect be- 
fore he secures a sale. 

This type of selling in rural dis- 
tricts has worked out so well that 
the Butter concern is planning to 
build a large 18-foot trailer, 
equipped with a complete electric 
kitchen and a large-size radio. 
There will also be room in it for 
a studio couch for the salesman, 
so that while he is out in the 
country overnight he can sleep in 
the trailer if he wishes. 
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Once a year the Butter Com- 
pany stages a Rural Roundup sale, 
at which time 10,000 circulars are 
issued to the country trade and 
farmers and their families are in- 
vited to come into Milwaukee and 
attend many free events at the big 
Butter store. There are lectures 
and demonstrations on stoves and 
electrical appliances of various 
sorts, and it has also been found 
that customers and prospects from 
rural areas like to browse about 
the store on Rural Roundup days 
and make various purchases from 
time to time. 

There are prizes, too, on Rural 
Roundup days, as well as free 


With Better Methods—and Won 


coffee and lunch. Sales at the 
store jump tremendously during 
these sale days. 

In selling the rural trade, the 
Butter ‘concern finds that stoves— 
gasoline, kerosene, wood and coal 
—are the biggest sellers. This 
firm’s stove business is so large 
that practically all of the big 
basement is devoted to a stove dis- 
play room. There is also a large 
room full of used stoves, should 
some customers prefer those. 
Farmers coming to Milwaukee to 
shop invariably drop in at the 
Butter store for several items, be- 
cause they know that at this large, 
well-stocked establishment the y 
can get almost anything they want 
in hardware and farm supplies. 

The firm exhibits at the Home 
Show, Food Show, Radio Show 
and others in order to get pros- 
pects for stoves, radios and ap- 
pliances. Each year at the annual 
Wisconsin State Fair, four large 
display booths are rented. 

Such an extensive program of 
display and advertising does bring 
results to this big, busy store. 

More than a year ago, officials 
of the store dectded to move their 
electric appliance business from 
the second floor to the front sec- 
tion of the first floor. This was 
done, with the result that the store 
today has the finest electrical ap- 
pliance department in Milwaukee. 
The move was well worth while 
because the Butter concern has 
doubled its business in this de- 
partment during the past year. 
H. Ode, manager of the electrical 
appliance department, believes in 
carrying only one line of refrig- 
erators and one washer line and 
pushing these extensively. His 

(Continued on page 86) 
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The spacious and intriguing interior 

of the Gerstner’s Hardware branch 

a in Rockefeller Center, New York 
ity. 
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Gerstners Hardware Store 





in Rockefeller Center é 
Attracts ‘Tool Users 


ANY hardware dealers 
have debated the wisdom 
of opening a_ branch 


store to increase sales volume. 





Some dealers have sought loca- 
tions in new shopping areas while 
others have located their branches 
in long established shopping cen- 
ters. Clocking pedestrian traffic 
and noting the competition to be 
met with, are important factors 
in checking for a branch store 
location. Then there is the mat- 
ter of what type of merchandise 
to handle—whether it shall be 
higher or lower-priced items and 
whether it shall be basically the 
same as the main store stock. 


In one of the Concourses of Rockefeller Center, the A. W. Gerstner Co. New When the huge buildings in o 
York City have opened a branch store. Here is one of the display windows Rockefell C 8 N . k Ms 
that attract some of the thousands of people who visit the show place of the city. ockeleller Center, New tor 
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City, were opened several years 


‘ago a new shopping center was 


created —a center catering to 
tourist trade and to thousands of 
office workers in that world famed 
group of commerce and entertain- 
ment buildings. Taking into con- 
sideration the huge traffic through 
the concourses under part of 
Rockefeller Center, the A. W. 
Gerstner Co., 634 8th Ave., New 
York City, decided that there 
would be profit for it with a 
shop in the R.C.A. Building Con- 
course. Men on Fifth Avenue had 
to go out of their way, before 
the opening of the Gerstner 
branch, when they wanted tools 
and other hardware store lines. 
Gerstner’s Rockefeller Center shop 
caters to the private individual 
rather than to mechanics work- 
ing for someone else. 

Of their new store, W. M. 
Gerstner, treasurer of the com- 
pany, says, “I think a retail store 
catering to a higher clientele than 
on 8th Avenue is worth shooting 
for. With 22,000 people working 
in the Rockefeller Center build- 
ings there is a buying power there 
equal to that of a town of 60,000 
people and all of these folks have 
salaries. People don’t expect to 
see a hardware store in Rocke- 
feller Center which in itself is a 
good advertisement. Things that 
won't move on 8th Avenue move 
at the Rockefeller Center store 
because there are more show win- 
dows. 


Prices Same As 


Eighth Ave. Store 


The prices at Rockefeller Cen- 
ter are no higher than those at 
the 8th Avenue store. They tell 
folks that prices there are no 
higher than in any other legiti- 
mate hardware store. When there 
is rain on 8th Avenue business 
usually suffers, but rainy weather 
improves business at Rockefeller 
Center, for many of the thousands 
of office workers then go window 
shopping at lunch time as do hun- 
dreds of tourists who are seeking 
refuge from the weather. Mr. 
Gerstner points out that the fel- 
low who is a window shopper 
will go back to the place he saw 
an item he wanted. Tourists and 
office workers from Rockefeller 
Center and vicinity flock to the 
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shops in the concourse on Satur- 
days. 

A retired surgeon from New 
England was window shopping in 
the Concourse one day, some time 
back, and noticed a chisel grinder 
offered at $1.85. Being a home- 
workshop fan the doctor’s interest 
caused him to go inside the shop 
where he also purchased five other 
grinders for friends as well as 
numerous other items having a 
total value of $280. Not one piece 
of the doctor’s purchase was a 
woodworking machine. His wife 
was attracted by a ship model 
builder’s kit which she purchased. 

Demonstrations of hand tools 
and power tools are cheerfully 
given at both of the Gerstner 
stores, whether the prospect’s in- 
terest is in a plane or a wood- 
working machine. A man from 
Rockefeller Center, who did not 
know of the new branch in his 
own locality, visited the 8th Ave- 
nue branch, and was delighted to 
learn of the new branch. The 
customer went to the new store 
and purchased the homeworkshop 
equipment about which he in- 
quired at the main store. 

Gerstner’s Rockefeller Center 
store carries lines that are not 
carried in the main store, be- 
cause of the great number of 
tourists who are looking for 
souvenirs, and because of ex- 
periences in the past the branch 
shop does not handle some of the 
items stocked at the main store. 
Although a wide variety of hand 
and power tools, hardware, gad- 
gets, builders’ hardware, kitchen 
cutlery and novelty items are dis- 
played there is no crowding of 
merchandise. There’s a stock of 


paint, polishes, some ventilating 
equipment, novelty lamps and 
clocks and even a line of small 
bathroom fixtures displayed at the 
branch. Related items are grouped 
together and there is ample room 
for people to “browse” around. 
For appearance sake, surplus 
stock and items which do not 
lend themselves to attractive dis- 
play are stored behind the par- 
tition on which hand tools are 
shown. 

The shop measures approxi- 
mately 60 by 30 feet and has four 
show windows permitting a dis- 
play of at least four different 
classes of merchandise at the same 
time. A model locomotive con- 
struction kit was given space in 
one window section for several 
weeks and created considerable 
interest. Another window section, 
at the same time, was devoted to 
a display of chromium plated 
frying pans, cocktail mixers, 
kitchen cutlery, thermometers, 
flashlights — including novelty 
numbers — orange juicers, pea 
shellers, small lamps, cheese 
slicers, mail boxes and a variety 
of other items suitable for bridge 
prizes or souvenirs for “the folks 
back home.” 

Specially designed walnut fix- 
tures are used to display mer- 
chandise at the new store. Al- 
though most of the stock is in 
the open, there are two glass cases 
for cutlery and small items which 
are easily pilfered. Part of the 
wall space is devoted to glass 
cases. 

The Rockefeller Center branch 
of Gerstner’s is in charge of two 
men and is open from 9 to 5:30, 
from Monday to Friday inclusive. 


Rattlesnakes Charm Hardware 
Store's Customers 


Large and interested crowds of 
people were attracted to the show 
windows of the Ramsay Hard- 
ware store in Toccoa, Ga., recent- 
ly, when Doyle Ramsay displayed 
two large rattlers in the window. 
Placed in wooden boxes covered 
with screen cloth, they held the 
attention of passersby for more 
than a month. A card in the win- 
dow, beside the snakes’ cage, read: 


“Wanted—A Good Man to Wash 


Snakes.” Despite the fact that no 
applications were received for the 
job, many were interested in 
watching them and became better 
acquainted with the store. 

The capture of the snakes was 
effected by a group of C.C.C. 
boys, who snared them with forked 
sticks and loops. “What ap- 
peared only a novelty,” says Mr. 
Ramsay, “turned into a good ad- 
vertisement and cost very little.” 
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JOHN C. FUHR, Wil- 
liamsburg, Ohio, hardware 
dealer, who is 73 years young, 
has been a hardware man for 
fifty-eight years and has con- 
ducted his own business for 
fifty years. A native of Die- 
burg, Starkenburg, Hessen, 
Germany, his first job was 
with William Kuhl, Hamburg, 
for whom he worked from 
1878 to 1881. Mr. Fuhr came 
to this country in 1881 and 
started his American business 
career with Wade, Pfister & 
Co., Piqua, Ohio, remaining 
there until 1883. Next he 

JOHN C. FUHBR spent two years with the 
George D. Winchell Mfg. Co. 

The retail hardware store of D. A. Rees, Williams- 
burg, attracted Mr. Fuhr in 1884 and after working 
there for two years he purchased the business, which 
he has since operated under his own name. His 
eldest son is associated with him in the store. Mr. Fuhr 
is president of the A.B.C. Hardware Club and has been 
a director of the Ohio Hardware Association, which he 
joined about 1897. He has long been active in church 
work, fraternal organizations and business associations. 
One of the founders of the Farmers & Merchants Bank. 
Williamsburg, founder and director of the Republican 
county newspaper, he has also found time to be a member 
of the city council, school board and a member of the 
county and township executive committee of the Republi- 
ean party as well as a delegate to many state conventions 
of his party. In addition he is president of the Williams- 
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burg Furniture Co., of which he was a founder and a 
trustee of the Williamsburg Business Men’s Club. Dur- 
ing the war he was chairman of the Four Minute Men. 
He has served as a delegate to several International Sun- 
day School conventions, as county chairman of the Dry 
Federation, as commissioner to two General Assemblies 
of the Presbyterian Church of the U. S. A., and is a 
director of the Presbyterian Men of Greater Cincinnati. 
He is also a teacher of a young men’s Sunday School 
class. With all these activities Mr. Fuhr tells us he still 
feels young and that his hobby is, “Seeing U. S. A. First.” 
He says of his life, “There is no leisure time for me. 
Everything has been done with a desire to serve others. 
Thereby I have been largely benefited and I do not think 
I have neglected the hardware business.” 


GEORGE M. PHELPS, 
owner of the Phelps Hardware 
Co., Rio, Wis., entered the re- 
tail hardware business in June, 
1886, in the store founded just 
four years before by his father. 
He became a partner of his 
father and eventually became 
sole proprietor of the business. 
In all those years he has not lost 
in excess of $10.00 in cash dis- 
counts which, he says, “we find 
is the greatest asset that a dealer 
can have, as it enables him to 
establish his credit rating with 
any wholesaler or manufac- 
turer.” Business is good at the 

GEORGE M. PHELPS Phelps Hardware Co. store as 
is indicated by the increase of more than 100 per cent in 
sales for 1935 as compared with those made in 1934. For 
the first six months of this year his store showed an increase 
of 25 per cent over the volume for 1935. Music and ath- 
letics have long been his hobbies and he has shown a keen 
interest in village and county affairs. At one time or 
another he has held practically all of the village elective 
offices: He is a past chief of the local fire department and 
has been a member of the city band for forty-nine years. 
Mr. Phelps has been a member of the County Board of 
Supervisors for thirteen years and a member and chairman 
of the Columbia County Outdoor Relief Department for 
three years. 
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AST night, November 17th, I 
iB had the pleasure of attend- 
ing the annual banquet of 
the Metropolitan Hardware Asso- 
ciation. This association is com- 
posed of the Brooklyn Hardware 
Dealers Association, the Hardware 
and Supply Dealers Association of 
Manhattan and the Bronx Bor- 
oughs, the North Jersey Hardware 
and Supply Association, and the 
Westchester Hardware and Sup- 
ply Association. There were 650 
hardware men at the dinner, and 
there was a lot of pep and vitality. 
These Metropolitan hardware men 
when they are in the mood to have 
a good time, are in the mood. The 
very popular Henry “Al” Cornell 
was toastmaster as well as chair- 
man of the banquet committee, 
and I think he damaged his gavel. 
It is no easy task to handle this 
hardware crowd when they get 
going. However, Mr. Cornell by 
his persuasiveness finally got them 
to settle down to a listening state 
of mind. 

The invocation was by the Rev. 
Andrew J. Meyer, and later tribute 
was paid to the beloved R. J. At- 
kinson of Brooklyn, who in the 
past year passed on to his reward. 
His two sons, who are carrying on 
the business, were present. 

There was just one speaker for 
the evening, Billy B. Van. His 
speech held the audience for fully 
45 minutes. He talks in the ver- 
nacular. He is from New Hamp- 
shire, and is a soap manufacturer. 
He told how the depression hit his 
town. Their shoe factory moved 
to St. Louis, their textile factory 
moved South. Twenty-three hun- 
dred employees were left without 
jobs. The situation, however, was 
taken care of without any appeal 
to the government or any relief. 
Mr. Van evidently was of the opin- 
ion that relief is very dangerous 
to the morale and stamina of an 
individual. 
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He said they “adjusted” them- 
selves. They went into the manu- 
facture of sticks for lollypops, and 
built up the greatest business in 
the world on these sticks. The 
beauty of this business is that 
there is a new crop of lollypop 
users coming along all the time. 

I wish I could remember all of 
his stories. Somehow he reminded 
me in his dry wit of Calvin Cool- 
idge. He remarked that if the 
quintuplets had been born in the 
United States some government 
bureau would have ordered that 
they be plowed under on the basis 
of overproduction. 

He said he had recently at- 
tended the hardware convention at 
Atlantic City and he never heard 
such a lot of “bellyachers” in his 
life. But, of course, he added, 
hardware men go to the conven- 
tion with the one idea of “belly- 
aching.” They think out their 
“bellyaches” in advance. How- 
ever, he softened his remarks by 
adding that he addressed all kinds 
of conventions in all lines, and 
practically all of these conven- 
tions were assemblages of “belly- 
achers.” He gave one very graphic 
illustration. He stated he had 
made a study of statistics. He 
found there were 124 million peo- 
ple in the United States. If each 
inhabitant took care of himself 
this would be fine, but the grand 
plan was for part of the popula- 
tion to support the rest of the pop- 
ulation. Then he gave a series of 
figures of those who were non- 
productive and supported by 
others. He first deducted all the 
people working for the govern- 
ment, the army and the navy. 
These were all being supported by 
their fellow citizens, and therefore 
this total, I have forgotten the fig- 
ures, had to be deducted from the 
124 millions. Then he deducted 
those on relief, and finally he 
boiled it all down to the point 


‘My Night 


By SAUNDERS NORVELL 


that there were only two persons 
in the United States supporting all 
the rest of the population; one was 
the Chairman of the meeting and 
the other was himself. At this 
point he shook hands with the 
Chairman and they both admitted 
they had some job on their hands. 

In his concluding remarks he 
told a very pathetic and interest- 
ing story about a movement he 
and his wife started in their town, 
to supply “Sunshine Dinners” to 
undernourished children of the un- 
employed. Each child in a self- 
supporting family was given four 
tickets. Each of these tickets was 
an invitation from another child 
in school to come home with them 
and have dinner. In other words, 
each of the families who could af- 
ford it fed four children. At first 
only comparatively few in the city 
joined in the plan, but he said he 
took an advertisement in the daily 
papers giving a list of the fam- 
ilies who were supplying “Sun- 
shine Dinners” and then there was 
a rush on the part of the families 
who were not on the list to get 
their names in the papers. It was 
an honor to be on, and a dishonor 
to be off. 

Mr. Van said he was a great 
believer in advertising. He told 
the story of a hardware friend of 
his who was completely discour- 
aged. He was willing to sell out 
to anyone who would pay what 
he owed the jobbers. Billy Van 
said: “I’ll get you a buyer.” So 
he wrote an advertisement for the 
sale of that business. He wrote up 
all the good points of the busi- 
ness. The next thing a hardware 
man turned up who was willing to 
negotiate. Van took him around to 
his friend. He said: “You are 
willing to sell out to anyone who 
will pay your debts. Here is the 
man for you.” The dealer asked 
Van into the back room. He said: 
“Did you write that ad?” Van 
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said he did. “Well,” said the 
dealer, “my wife and I for some 
time have been looking for a store 
just like the one you described, so 
we have decided not to sell out.” 
The point of the story, of course, 
was that this dealer saw nothing 
but the hole in the doughnut. The 
advertisement made him appre- 
ciate some of his blessings. 

Van’s speech was a_ good, 
cheerful, common-sense American 
speech. I think it is just the kind 
of speech that will do the most 
good at a convention. He struck 
on a good idea. This whole coun- 
try in the past few years, by 
changed conditions of one kind or 
another, must adjust itself to new 
conditions. Those who adjust, sur- 
vive. Those who do not adjust 
must go under. I have been think- 
ing a good deal since I heard 
Van’s talk on adjustment, and I 
believe what he had to say is 
absolutely true. Some concerns 
and individuals adjust themselves 
quickly to new conditions. They 
didn’t have to suffer so much. But 
the business and the individual 
who will not adjust, who will not 
cut expenses down to income, are 
the ones who are doing most of 
the bellyaching. 

Van’s prescription for the hard- 
ware trade was hard work, enthu- 
siasm, adjustment, cheerfulness 
and advertising. A pretty good 
formula, I think. 

The service at the Commodore 
Hotel, where the dinner was held, 
was excellent. The food was good. 
However, there was one false note, 
when the waiter passed the plate at 
our table. He said: “Gentlemen, 
just something for the wife and 
kiddies.” That gave me a pain. 
If he had just said: “Say, gentle- 
men, you are having a good time, 
now come across with a generous 
tip” it would have suited me bet- 
ter. This self-pity stuff is abhor- 
rent. Too many of us have been 
pitying ourselves. One of the max- 
ims of my old boss was: “Keep 
your black cats in the cellar.” 

Well, so much for the dinner. 
But I must say just one word more 
about the menu. When the Metro- 
politan Hardware Association do 
anything, they do it right. I have 
attended some very good dinners, 
but the cash seemed to have given 
out with the demitasse. In other 
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words, there were no cigars. How- 
ever, this banquet was different. 
There were cigars for each guest. 
They were left at his plate, and 
they were good cigars. There were 
also cigarettes. The banquet com- 
mittee finished up the job right. 


& * * 


I take a newspaper called News- 
dom, New York. This is a na- 
tional newspaper of the news- 
paper world. It is up-to-the-min- 
ute news boiled down for news- 
paper men. The issue of Novem- 
ber 14th is especially interesting. 
This paper costs five cents per 
copy, $2.00 yearly, and is a week- 
ly. For any busy man who wishes 
up-to-date information on general 
news, I don’t believe I could rec- 
ommend a better paper. Just to 
finish this article I am going to 
make some extracts from this 
paper. 

“The United States Court of Ap- 
peals for the District of Columbia 
declared in a decision this week that 
the Federal Communications Com- 
mission had acted not only without 
authority but in violation of the law 
when it took possession of thousands 
of private telegraph messages from 
copies in the files of telegraph com- 
panies and turned them over to the 
Senate lobby investigating commit- 
tee. Despite the trespass upon the 
privacy of individuals, however, the 
court had no power to prevent the 
use of the messages by the Senate 
and its committee now that they are 
in their hands, the court ruled. 

The decision added, nevertheless, 
that Congress was as much the 
guardian of the liberties of the peo- 
ple as the courts, and indulged the 
assumption that once attention had 
been called to the ‘unlawful nature 
of the search’ the Senate ‘will not 
use its proceeds in disregard of the 
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appellant’s rights’. 


This decision is indeed refresh- 
ing. There have been too many 
representatives of commissions 
and bureaus rushing to our offices 
and demanding our papers and 
files. There have been too many 
fishing parties of this kind. I won- 
der how many business men who 
read this article know just what 
their rights are if they are called 
upon to allow some investigator 
to go through their files. I think 
it would be a good idea for the 
legal department of the Harp- 
ware AGE to give us an article on 
this subject. 


There is also an interesting ar- 
ticle about the development of 
radio broadcasting in the past 
four years. Very few persons re- 
alize how great this development 
has been. It is becoming more and 
more a great power in the land. 
Therefore, it is important that the 
radio must be kept free. When 
there is freedom of the press, free- 
dom of the radio, and freedom of 
speech, there is not much danger 
of a dictatorship. Dictators and 
censorships travel hand in hand. 
No dictator can stand up against 
free, enlightened public opinion. 

Here is an extract from News- 
dom. 


“Establishment of a Public Opin- 
ion Foundation, to study and inter- 
pret the effect upon public opinion 
of the press, radio and the forum 
was recommended by Dean Carl W. 
Ackerman of the School of Journal- 
ism this week in his annual report 
to Dr. Nicholas Murray Butler, presi- 
dent of the university. 

“We must begin to study public 
opinion objectively as scholars study 
pure science,” Dean Ackerman said. 
“We must know what it is, how and 
why it is created. We must know 
its function at home and abroad, 
and not be content with a political 
or commercial understanding of how 
to manage it.” 


Here is another interesting ex- 
tract: 

“Cecil F. Watts, an inventor, of 
Miami, Florida, sent a photograph 
of himself by telephone this week 
from a booth on the third floor of 
the Governor Clinton Hotel, Seventh 
Avenue and _ Thirty-first Street, 
through the Medallion and Penn- 
sylvania exchanges of the New York 
Telephone Company and _ back 
through the hotel switchboard to 
his receiving apparatus a few doors 
down the hall. The operation re- 
quired about ten minutes, produced 
a clear facsimile on a zinc plate and 
held the interest of half a dozen 
news picture representatives and re- 
porters who came to witness the 
demonstration.” 


Now we have some news about 
Spain, telling how hard it is for 
reporters to send out fair and un- 
biased news of the revolution. 


“The government censorship on 
foreign press dispatches in Madrid 
is certainly unique in the history of 
censors,” says Von Wiegand, dean of 
war correspondents. “In my long 
career I have been up against war- 

(Continued on page 86) 
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Bringing Special Talks 
to Salesmen ... 


r | SHROUGH an arrangement 
with the telephone company 
by which a loudspeaker is 

connected with the phone talks 

by speakers in remote locations 
may be brought to the sales meet- 
ings conveniently and economi- 
cally. Such is the plan used by 

J. Russell & Co., Inc., Holyoke, 

Mass., hardware _ distributors. 

Comprising an amplifier, a switch 

and a telephone, this system en- 

abled the staff of the Russell or- 
ganization, holding a sales meet- 
ing in Holyoke, to hear talks 
made from Camden, N. J., by the 
sales, advertising and factory 
managers and several salesmen of 
the R. M. Hollingshead Corp., 

Camden. 

Stuart A. Russell, vice-presi- 
dent, J. Russell & Co., Inc., tells 
us that the system which has been 
installed in the company’s sales 
meeting office by the telephone 
company is rented for only $2.50 
a month and that the only addi- 
tional cost of the system is for 
toll charges. The meeting ad- 
dressed by the Hollingshead men 
was, Mr. Russell tells us, “most 
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interesting, well planned and 
thought out beforehand and was 
enthusiastically received by all 
of our men. The Hollingshead 
company had an amplifier in 
their office at Camden so that 
after the meeting our salesmen 
individually asked questions which 
were answered over the amplifier 
system. We are so enthusiastic 
over this new method of holding 
sales conferences with manufac- 
turers that we plan to hold such 


talks for our men, not only in 
the automotive lines, but also in 
the mill supply and hardware 
lines. 

“We believe that the new meth- 
od of sales meetings tried out at 
our office will solve more than 
one problem, not only for the 
manufacturer but for the job- 
ber’s sales organization. If a 
manufacturer is going to put on 
a sales talk over the wire, he 
naturally must prepare it well 
beforehand and when he is pay- 
ing the telephone bill he watches 
the time. Furthermore the idea 
is new so it appeals and is all 
the more interesting to both the 
manufacturers and the jobber’s 
men.” 

With enthusiasm, Mr. Russell 
further says of the plan, “If we 
are going to have a sales meeting 
on a Friday night or any other 
time, we can arrange with the 
manufacturer who has anything 
new in his line to bring to the 
attention of our salesmen to 
phone us at a definite time and 
talk to our group through the 
loud speaker. By means of the 
switch we can talk with him per- 
sonally first, then throwing the 
switch later when he is to talk. 
If. the manufacturer has an am- 
plifier in his office, we can talk 
back to him after the meeting, 
having our men give their ideas 
or opinions on the line in general 
or on any particular points which 
were covered.” 

The manufacturer saves con- 
siderable by the use of this sys- 
tem, eliminating possible hotel 
bills, traveling expenses and sav- 
ing hours of his time. 





Part of J. Russell & Co., Inc., sales force listening to a sales talk from distant 
point via the loud speaker in conjunction with the telephone. 
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Christmas Displays for the 


HE all pervading interest 

of the remaining weeks be- 

fore Christmas will be toys 
and gift merchandise. Toys in 
themselves may serve to attract 
the attention of children and gift 
seekers, but their attractive pres- 
entation will make them a better 
magnet than ever. If you can in- 
troduce a novel idea to your win- 
dow displays it will add immea- 
surably to their effectiveness. Our 
artist-display man has worked out 
an idea of this kind for your use, 
and it takes very little in the way 
of merchandise or time to install 
it. The Harpware AGE inter- 
changeable display fixtures form 
the basis of the arrangement, as 
the small illustration at the bot- 
tom of this page indicates. A 
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small clock is attached to a stout 
cord and lowered from the top of 
the center panel of the fixtures. 
(If you have not made a set of 
HarpwareE AcE fixtures, you 
should do so today. Send for a 
sheet of instructions telling how 
to proceed. They require a rea- 
sonable amount of material and 
a carpenter’s service, but are well 
worth the effort and expense be- 











14 





cause they are so flexible as to 
allow many different combina- 
tions of arrangements.) The 
sketch is so nearly explanatory 
that no more need be said. 

Almost as important as the 
gift merchandise are tree trim- 
mings. Most people leave them 
until the rush hours to stock up, 
so why not call attention to them 
well in advance? Again the in- 
terchangeable fixtures come into 
action. This is a window that 
can be put together quickly. 

Our photograph comes from 
the C. W. Conde Co., Watertown, 
N. Y., and is an example of an 
ambitious window display that is 
sure to establish the hardware 
store among the leading gift cen- 
ters. 
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With a New Store 


The new front of black structural glass installed 
in the Thompson Hardware store, Montclair, N. J. 


in a New Location, Thompson Hardware 


Doubled Its Business 


OVING into its own spe- 
M cially constructed build- 

ing at 231 Park St., 
Montclair, N. J., located in a 
better shopping center than its 
former headquarters, enabled the 
Thompson Hardware store to 
double its business, in the first 
two months of occupancy. The 
store occupies the ground floor 
and basement, the upper story be- 
ing devoted to other purposes at 
the present time. Thompson Hard- 
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ware is a modern store, having 
an attractive front of black struc- 
tural glass with aluminum trim 
and two good-sized windows. The 
building is of concrete blocks fin- 
ished with stucco, with the ex- 
ception of the store front. Plans 
call for the installation, at a later 
date, of a neon sign to be sus- 
pended in the doorway of the 
store. 

Adjoining the Thompson store 
is a gasoline service station which 


with its corner location gives 
pedestrians and motorists on 
either Park St. or Watchung Ave. 
a clear view of the store’s sign 
on the side of the building. The 
sign has the company’s name and 
calls attention to the line of 
paints it handles. At night the 
sign is illuminated for further 
attention value. 

Although there is ample room 
for store traffic no display space 
is wasted. Above the display win- 
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dows are compartments for the 
storing of window shades, shade 
rollers, ironing boards, etc., mak- 
ing them visible from the interior, 
but not from the street. The 
front part of the display room is 
free of tables for the display of 
seasonable lines and bulkier items 
having a higher unit of sale— 
such as bicycles. 

Open display tables are in two 
double rows, with space for a 
clerk to serve customers. Mer- 
chandise prices are plainly indi- 
cated and related lines are dis- 
played together. 

The back section of the store 
is given over to a bicycle repair 
shop conducted as part of the 
company’s regular business and 
is separated from the display 
room by a partition which is util- 
ized for displaying paints and 
showing manufacturers display 
material. To give the store a 
neater appearance the doorway to 
the repair shop is equipped with 
portieres. The doorway has orna- 
mental woodwork and shelving at 
the top which permits its use for 
displaying small items and small 
display cards. A clock is built 


into the doorway. 


Thompson Hardware acquired 
a small cycle shop about four 
years ago and its cycle sales and 
repair business are the outgrowth 
of that shop. At its previous lo- 
cation the company sold about 
two dozen bicycles each year, but 
in the new store it is expected 
that cycle sales will total about 
four dozen or more machines each 
year. The normal stock of bicycles 
is about two dozen machines, in 
a variety of men’s, women’s and 
children’s models. Several ma- 
chines are usually displayed at the 
entrance to the store and there 
is frequently one displayed on one 
of the tables together with veloci- 
pedes. Bicycle sales are best 
around Christmas time and most 
sales are for cash. Thompson’s 
offer bicycles in prices ranging 
from $25 to $35 each. Repairs 
are an important part of any cycle 
shop or cycle department’s busi- 
ness so the store handles a com- 
plete line of parts and acces- 
sories, even being equipped to 
supply new frames where neces- 
sary. Bicycles are repainted in 
the shop with the use of an air 
compressor. The store limits its 
sale of bicycles. parts and acces- 
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sories to American-made mer- 
chandise. 

The Thompson store is oper- 
ated by A. Thompson & Sons, 
Inc., the business being in charge 
of the Thompson brothers—Nor- 
man and Reynold—who are as- 
sisted by one salesclerk and a 
driver. Reynold Thompson, who 
was formerly in the building 
business, takes care of sales to 
builders, having sold in a recent 
week complete builders’ hardware 
jobs for four new houses. The 
store premises include the store 
building, measuring 30 by 70 
feet with sheds in the back of the 
store for the storage of fertilizer 
and oils. Glass and glass cutting 
equipment and bulky items as 
well as surplus stock are stored 
in the 
shovels and other merchandise af- 


basement. Lawnmowers, 
fected by dampness, dust, etc., are 
suspended from the ceiling of the 
basement during the cold months. 

Four years of successful busi- 
ness in the company’s previous 
location brought about the de- 
cision to do a better business in 
the store’s own building in a 
better shopping area. 





Open display is a feature of the new Thompson Hardware store in Montclair, N. J. 
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A JAPANESE HARDWARE 
DEALER HAS A BEARD GO 
LONG HE HAS TO CARRY A 
HANDBAG TO PREVENT THE. 
WHISKERS FROM TRAILING 
ON THE GROUND / 
RECENTLY AQUIDGED 
7WE LONGEST 1k JAPAK, 
THE WMITE BEARD OF 
MAOSIRO KATO, 72 , 
MEASURES SFT. 6/k/. 4 
































NAILING THE 
CRIMINAL / 
NAILO DRINEN INTO THE 
ENDS OF EARS OF 
CORN ENABLED A 
~ COLORED FARMER- 
PREACHER OF LEBANON, 
TENN., TO TRACE 
THE THIEF WHO HAD 
BEEN OPERATING 
IN HIS CORNFIELD 





A BIRDS NEST I BUILT ON 
AN ELECTRIC LIGHT GLOBE 
ON THE FRONT PORCH OF 
AN INDEPENDENCE, CAL., 
HOUSE. LITTLE ANNIE * 
A HUMMING BIRD, VISITS 
THE NEST EACH YEAR 
TO REAR HER 
YOUNG 















RECENTLY DEMONSTRATED IN PARIG, THE 
MACHINE WORKS LIKE THIS: WHEELS RUNNING 
IN THE FURROWS, THE BLADE IN THE CENTER 
SWINGS BACK AND FORTH ON THE PLANTS, KNOCK- 
ING THE BUGS INTO THE BAGS THAT TRAIL THE 
GROUND ON EITHER SIDE 
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George & Hoyt Hardware Co., display of cream separators in their store at Grinnell, Iowa 





They Make sales Rise 
After Nightiall 


ORTY cream separators 
Bre sold last year by 

George & Hoyt Hardware 
Co., Grinnell, Iowa, a particular- 
ly good record when it is consid- 
ered that this town of 5000 people 
is not located in a dairy section. 
Outside canvassing—mostly after 
business hours—frequent window 
displays and a permanent display 
of cream separators inside the 
store have been important factors 
in this sales record as well as 
the use of newspaper advertise- 
ments and the mailing of circular 
matter. 

Speaking of the firm’s prospect 
list on cream separators, Ray- 
mond L. George says, “We gen- 
erally start with contacts in the 
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Calling on Prospects 
in the Evenings the 
hardware firm of 
George & Hoyt, Grin- 
nell, Iowa, Sold Forty 
Cream Separators a 
Year... 


store and if people are interested 
we see them within a few days. 
We try to leave a machine at a 
farm for a demonstration period 
as most sales on this line are 
made and closed at the farm. 
Whatever success we may be cred- 
ited with is mostly due to the 
fact that we don’t let a prospect 
get ‘cold’ after finding out that he 
is interested. 


“Farmers often like to be ‘sold’ 
rather than to buy. A trip to 
the country with a machine, and 
two or three days of use of the 
new machine and the deal is made. 
Sometimes it is necessary to leave 
a machine for a week, but we do 
not leave it any longer. The day 
a new machine is left at a farm 
for demonstration we notify the 
manufacturer, who, in turn, sends 
a circular to the farmer.” 


Evening Calls Best 
By making the majority of their 
calls on cream separators, and 
other specialties, at night, Mr. 
George, W. B. Hoyt and their two 
store salesmen are able to see both 
the farmers and their wives at 
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the same time—both parties us- 
ually being too occupied with 
their farm tasks during the day 
to spare time for demonstrations 
or discussions of the features of 
the machines. One evening recent- 
ly the four men made calls on 
prospects and each representative 
made a sale. Three sales were 
made that night and the fourth 
one was closed the following af- 
ternoon, at which time the farmer 
and his family visited the store 
to sign the order. 


Getting Prospects 


Prospects for the purchase of 
a cream separator are secured in 
numerous ways and no opportu- 
nity is lost to suggest such a 
purchase to farmers or their wives 
when visiting the store. Farmers’ 
wives are asked about their buy- 
ing plans for the future and other 
names are secured as a result of 
the manufacturer’s advertising. 
Satisfied owners of the brand of 
separator sold in the George & 
Hoyt store tells members of the 
staff that a neighbor’s machine is 
not working too well and that 
there might be the possibility of 
a sale. Such leads are followed 
up quickly. The store has a list 
of about 100 first class prospects 
whose old machines are no longer 
giving efficient These 
folks are reached by mail so- 
licitation, personal calls, local 
newspaper advertising, window 
displays and telephone calls. 

Window displays of cream sep- 
arators and other lines offered by 
the manufacturer are fea- 


service. 


same 








Chicago Retail Hardware Assn.’s tool display in its model store 


tured regularly in one of the win- 
dows of the store, typical of which 
is the display illustrated. Against 
a light background in this well- 
lighted window may be seen three 
separators, with the figure of a 
woman (a cutout figure supplied 
by the manufacturer) adding at- 
mosphere to the display, which 
also features material on milkers 
together with other dairy neces- 
sities. At least once a year the 
store holds a “service day” or 
demonstration day and at all times 
urges users of separators bought 
at the store to have their machines 
checked over at any time they are 
not getting good results. 
Although many separators are 


‘ 


sold for cash, this store avails it- 
self of the payment plan offered 
by the manufacturer of the sepa- 
rators. Deferred payment sales 
are made on the basis of a straight 
note for six or twelve months or 
on the basis of monthly payments 
of four dollars or more. The store 
tries to get a down payment of at 
least 10 per cent on deferred pay- 
ment sales. 

In the center of the main floor 
of the store, which measures about 
42 by 75 feet, there are usually 
two or three cream separators dis- 
played so that prospects may ex- 
amine the machines. The company 
has been handling the same brand 
of separators for fifteen years. 





The George & Hoyt Hardware Co.’s staff and the store, Grinnell, Iowa 
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Thanks, Mr. Dyer! 


Baton Rouce, La.—We acknowl- 
edge receipt of and thank you for 
your Aug. 27, 1936, issue of your 
Buyer’s Guide, “Who Makes It?”. 

Words are inadequate to express 
just how much we appreciate your 
forwarding us this directory. It is 
so useful that we would be lost 
without it and we are anxious for 
you and your staff to know just how 
much we appreciate same. 

Hoping this finds you well and 
with kindest personal regards to you 
and your staff, we are, 

Joun K. Dyer, 
Doherty Hardware Co., Ltd. 


Most Useful 


PittspurcH, Pa.—In acknowledg- 
ing receipt of the Harpware AGE 
Manual on “Who Makes It?” we 
wish again to compliment you on 
the publication of a directory which 
every hardware man will find most 
useful. It is referred to very often 
by our officials and buyers. 

A. J. Brier, 

President & Treasurer, 

James C. Lindsay Hardware Co. 


Glad to Advertise in It 
St. Louis, Mo.—We wish at this 
time to compliment you on your 
Annual Directory Number. Its 
elaborateness and comprehensive- 
ness justifies the great amount of 
work you undoubtedly spent on it. 
We are glad to have been able to 
take a one-page space in this issue. 
H. W. Cover, 
Advertising Department, 
Laclede Steel Company. 


Will Make Good Use of It 


New York City—We acknowl- 
edge with thanks, receipt of your 
annual “Who Makes It?”. It has 
been placed in our library and we 
hope to make good use of it. 

W. J. EKeErsLey, 
Patterson Brothers. 
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ey say About 
e Who Makes It Issue 





Does a Selling Job 
For Manufacturers 


PirtspurcH, Pa.—I have just re- 
ceived the new issue of “Who Makes 
It?” Directory and words cannot 
express my appreciation in receiving 
this book each year, brought up to 
date. 

I do not believe there is ever a 
day that this book is not used, for 
we receive a good many requests 
for information as to who makes 
various items. 

This book is an absolute necessity 
with us in many ways. You are cer- 
tainly doing the up-to-date manu- 
facturer a favor in printing it. I 
have found during the past four 
years where it has been necessary 
for us to change our sources of 
supply to other manufacturers, as 
a good many have either gone out 
of business or were unable to fill 
orders promptly. 

We could name at least twenty- 
five manufacturers who are today 
securing a nice volume of business 
from us. This volume is directly due 
this directory, for we secured manu- 
facturers’ names from it and then 
wrote them for additional informa- 
tion pertaining to their lines of 
goods. 

The amount of use this book is 
given by not only this concern but, 
I believe, all jobbers throughout 
the country, also many retailers, | 






do not see how manufacturers can 
afford not to put in such pages as 
the ones carrying Union Fork & 
Hoe Company’s advertisements. 

Again thanking you for the assist- 
ance that you are giving us daily 
through the use of “Who Makes 
It?” I remain, 

Wm. M. Strout, General Manager, 

American Hardware Supply Co. 


Bigger and Better 


EvizabetH, N. J.—It seems the 
Harpware Ace “Who Makes It?” 
is getting bigger and better with 
every issue. 

Grampp Harpware Co., Inc. 


Use It Continually 


Kineston, N. Y.—We have re- 
ceived our copy of the HARDWARE 
AcE Directory, and wish to advise 
that we find it to be a great assist- 
ance to us and use it continually. 

Assuring you we very much ap- 
preciate your courtesy in sending us 
this directory, we remain, 

Beng. J. WINNE. 
L. S. Winne & Company. 


A Time-Saver 


GREENWICH, Conn.—Your Direc- 
tory saves a lot of time and gives 
us information that is most valu- 
able. We use it almost daily. 

Greenwich Harpware Co. 


A Great Help 


Fitcuspurc, Mass.—We thank you 
very much for the “Who Makes It?” 
Directory; it has helped us a very 
great deal and we do appreciate it. 

H. H. Rice, 
Fitchburg Hardware Co. 


Must Have It 


Hacerstown, Mp.— We use it 
daily. Would not like to be with- 
out it. 


R. D. McKee. 
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RADIO 


The Cooper Hardware Co.’s 
demonstration trailer used in 
and about Escondido, Califor- 
nia, to sell major household 
appliances. Left: An interior 
view of the trailer. 


California Store Modernizes 
Its Outside Selling Methods 


UTSIDE selling is being de- 
veloped in a most practical 


and original manner by 


the Cooper Hardware Co. of 
Escondido, Calif. This Southern 
California hardware store takes 
its higher priced merchandise 
such as radios, washing machines, 
gas stoves, water heaters for coun- 
try use right to the very doors 
of prospective customers with 
nearly all the excitement and in- 
terest of a circus coming to 
town. 
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Who could resist the tempta- 
tion of thoroughly inspecting 
many needed household appli- 
ances when an attractively painted 
inviting demonstration car was 
parked right in their own yard? 
Especially so when one wondered 
as to the source of the music 
heard coming down the road. A 
public address system installed in 
the Cooper demonstrator car per- 
mits the playing of records as 
well as for giving talks by the 
operator as the car rolls along, 


so the approach is always well 
heralded. 

As a general experience, peo- 
ple are pretty much fed up with | 
so many persons coming to their 
homes endeavoring to sell them 
a thousand and one different 
items. The reception accorded 
the Cooper Hardware truck is en- 
tirely different. First the truck 
and the demonstration trailer bear 
the name of a well-known and 
respected local home-owned re- 
tail hardware store. This in itself” 
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Cooper Hardware Co., Escondido, Calif., takes its higher priced merchandise—radios, 





washing machines, stoves, etc., to the very doors of prospective customers. 


gives an assurance as to the in- 
tegrity and reliability of the party 
at the gate. Then the merchandise 
in the trailer is something in 
which the householder has a keen 
interest, so the opening approach 
is comparatively simple. 

Without the truck, it would be 
somewhat of a problem to hold 
the interest of a housewife to the 
point of signing an order. With 
all the appliances right in the 
demonstrator it is possible to 
show not only how the articles 
work, but how they would act in 
the home. 

Some appliances are too bulky 
to be carried into the home, so 
the problem of actual demonstra- 
tion is solved by carrying along 
seventy-five feet of electric wire. 
This length of wire is sufficient 
to get power from the house to 
the van. Many times a demonstra- 
tion gas stove, water heater, wash- 
er or radio has been sold, and 
installed right on the spot to the 
delight of the newly-made cus- 
tomer. 

Bringing the hardware store to 
the consumer, thus reversing the 


75  Rolwestagueese 
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The Cooper Hardware Co.’s store in Escondido, Calif. 


usual practice, is a decided in- 
novation. Direct selling from the 
truck is not the main idea by 
any means—the thought behind 
all this is that of direct adver- 
tising. 


Good Advertising 


The Coopers feel this method of 
advertising is one of the principal 
reasons for the fine showing they 
are making in the selling of 
worthwhile higher priced mer- 
chandise. Escondido is __ listed 
well down in the state’s popula- 
tion table, so the feat of produc- 
ing such a volume of sales in 
such a camparatively limited ter- 
ritory is considered a most credit- 
able feat. 

A recently installed public ad- 
dress system has been the means 
of further increasing the adver- 
tising walue of the demonstrator. 
With this devise the demonstrator 
has an added value in parades, 
in attracting people when the 
machine is parked in some of the 
nearby smaller communities and 
even in talking with farmers who 
are working in the fields. It does 


not take long to get a crowd when 
the demonstrator is parked in 
front of the store or when it is 
far afield. 

People always flock around to 
hear the music, then with the 
loud speaker in operation, the 
crowd is invited to inspect the 
items on display in a carefully 
prepared talk in which the main 
selling points of stoves, heaters 
or radios are brought out in such 
a manner as to put the crowd in 
a buying mood. 

The inside of the demonstrator 
is fitted up so that many small 
items carried in the store can be 
displayed to good advantage. In 
this way all the new items in the 
hardware business get an imme- 
diate showing as soon as they are 
brought out to the Cooper cus- 
tomers. This gives the store quite 
a reputation for being an inter- 
esting place in which to trade 
as people always prefer to see 
the new things while they are 
still new. Some of the smaller 
items are placed on specially con- 
structed shelves and others in 

(Continued on page 87) 
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SECURITY ACT OCCUPIES 
PHILA. ASSN. MEETING 


Joseph J. Skorup, of the newly 
opened Philadelphia office of the 
Social Security Administration, 
addressed the monthly meeting 
of the Retail Hardware Associa- 
tion of Philadelphia on Nov. 19, 
in Stouffer's restaurant. Mr. 
Skorup stated that sons or 
daughters, wives or other rela- 
tives who work in a store, part or 


whole time, whether they receive | 


cash compensation, or part cash 
and board, lodging or clothing, 
are considered employees under 
the Act and tax return must be 
made on them. 
Mr. Skorup 
many questions 


answered the 
asked by the 
dealers after first explaining the 
He also 
stated that partnership eliminates 
employed relatives from partici- 
pation in the benefits of the Act. 


provisions of the act. 





The compensation received other 
than cash must be calculated at 
its value and return made on 
the total compensation of the 
employee. 

William J. McDermott broach- 
ed the possibility of a succeeding 
Congress or national administra- 
tion repealing or altering the 
plan and the possible risk of not 
obtaining a refund of the pay- 
ments. Mr. Skorup answered 
that assurance lay in the fact 


| 





that the millions of people who | 


had contributed for some years 


would not permit the abandon. | 


ment of the Social Security Act. 

The 
another government representa- 
tive, J. E. Woodruff, of Wash- 
ington, D. C., who discussed the 
Federal Housing Act and the 
prospects of retail hardware 
trade offered in an _ intensive 
campaign the F.H.A. is conduct- 
ing in Philadelphia, which will 


dealers also listened to | 





culminate in a “Mortgage Clinic” 
in the Metropolitan Opera House, 
Dec. 17. 


BASLER, SALES MGR. 
OF GIBSON ELECTRIC 


Charles J. Gibson, president 
of the Gibson Electric Refrigera- 
tor Corp., Greenville, Mich., has 
announced the appointment of 
F. E. Basler as sales manager. 
Mr. Basler, who is well known 
to the trade, was for many years 
general sales manager of the 
Atwater Kent Mfg. Co., Phil- 
adelphia, Pa. 

He succeeds L. E. Taufenbach, 
who recently resigned as sales 
manager to return to California, 
where he will again represent 
the company as West Coast man- 
ager. Mr. Taufenbach had been 
drafted by Mr. Gibson to assist 
in the organization of the sales 
and sales promotion departments. 





—, 


A. S. BOYLE CO. MOVES 
TO JERSEY CITY, N. J. 


The executive, sales, and ad- 
vertising offices of The A. S. 
Boyle Co., Cincinnati, Ohio, were 
moved to 257 Cornelison Ave., 
Jersey City, New Jersey, on De- 
cember 1. The company has pur- 
chased a six-story factory and 
office building, there, in which it 
will combine all of its manufac- 
turing units. These include the 
Old English line of polishes and 
cleaners, the 3-In-One Oil, Plas- 
tic Wood, and the Samoline line. 

3-In-One Oil is now being 
manufactured at the new plant 
but for the present, the Old Eng- 
lish items will be manufactured 
in Cincinnati. The equipment 
for this and other units will 
gradually be moved until the 
entire line of items is manufac- 
tured under one roof. 





Reviving a custom temporarily 
discontinued due to 
conditions, the Metropvlitan 
Hardware Association held its 
annual banquet, November 17 
in the Grand Ballroom of the 
Hotel Commodore, New York 
City, which was attended by 
more than 600 hardwaremen and 
their guests. The affair was in 
charge of a committee headed by 
H. A. Cornell, Brooklyn, N. Y., 
who was also the toastmaster, 
and had for its speakers the 
Rev. Andrew J. Meyer, pastor, 
The White Church, Brooklyn, 
and Billy B. Van, noted humor- 
ist, stage and radio star. 


Part of the 600 members and 


| 





METROPOLITAN HARDWARE ASSOCIATION DINNER A 


Paying tribute to the late 


business | R. J. Atkinson, the Rev. Meyer 


spoke of Mr. Atkinson’s friend- 
liness and helpful spirit, saying 
that his heart had been in his 
work and that he was ever will- 
ing to help other men. Mr. 
Cornell called attention to the 
25th anniversary cake on the 
speaker’s table and reminded 
the hardwaremen that while the 
first Metropolitan Hardware As- 
sociation banquet had _ been 








style of the activities of the New | 
| 


England Council, the purpose | 
of which is to “sell” New Eng- | 
land to people in that section | 
and in the rest of the nation. | 
He said that “adaptability and | 
salesmanship are twin sisters | 
which must go together” and | 
declared that the adaptability | 
of New England folks had | 


helped those states to more pros- | 


| perous days than were enjoyed | 


held twenty-five years ago the | 


v] 
affair had to be omitted for sev- | 


eral years because of general 
conditions. 


Billy B. Van told in his witty | 


several years ago. 
Motion pictures taken at the 
recent hardware outing at Jones | 


Beach, Long Island, gave some | 
of the hardwaremen their first | 


TTRACTS MORE THAN 600 HARDWAREMEN. FRIENDS 


see themselves 
as “actors.” Scenes from the 
baseball, golf and _ tug-of-war 
events were particularly enter- 
taining. 

A diversified program of en- 
tertainment, including group 
singing, dance and song acts and 
a rollerskating number was pre- 
sented by the Carolyn Studios, 
37-60 82nd St., Jackson Heights, 
Long Island, N. Y., under the 
direction of George T. Kohl- 
meier, himself a hardware mer- 
chant. In his article in this 
issue, Saunders Norvell offers 
further comment on this dinner. 


opportunity to 


friends who attended the banquet of the Metropolitan Hardware Association in the Hotel Commodore, 
New York City, Nov. 17 


HARDWARE AGE 
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EASTERN HDWE. GOLF ASSN. TO HOLD MAY TOURNEY 
ERNEST E. BALDWIN ELECTED VICE-PRESIDENT 


At a recent meeting of the 
board of governors of the East- 
ern Hardware Golf Association 
in Atlantic City, N. J., it was 
decided to hold the third annual 
tournament at the Buckwood Inn, 
Shawnee-on-the-Delaware, Pa., 
May 20 to 22, 1937, inclusive. 
The tournament will be played 
on the 18-hole golf course of the 
Shawnee Golf Club. 


ERNEST E. BALDWIN 


The Buckwood Inn is in the 
beautiful Delaware Water Gap 
section of the Pocono Moun- 
tains and will provide the mem- 
bers with a very attractive meet- 
ing place as well as one easily 
accessible to the hardware whole- 
salers and manufacturers, of 
which the association’s member- 
ship is composed. 

For the coming 1937 season, 
Ernest E, Baldwin, Corbin Screw 
Corp., New Britain, Conn., was 
elected a vice-president of the 
association. Other officers, re- 
elected, are: R. W. Chamber- 
lain, The Stanley Works, New 
Britain, Conn., president; Leo C. 
May, May Hardware Co., Wash- 
ington, D. C., vice-president, and 
H. L. Gilliam, Wood Shovel & 
Tool Co., New York City, Sec- 
retary - Treasurer. Henry Funk, 
Albany Hardware and Iron Co., 
Albany, N.. Y., was elected to the 
board of governors. 


WM. GOLDENBLUM CoO. 
MAKES SALES CHANGE 


Wm. Goldenblum & Co., Inc., 


wholesale hardware, 76 Ninth 
Ave., New York “City, has ap- 
pointed Ira Goldenblum to suc- 
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ceed Abraham L. Beck as the 
company’s department store sales 
representative. The change be- 
came effective on Nov. 6. 

Mr. Beck, who during the 
twenty years he had been with 
the firm, had also served as a 
buyer and as sales manager, has 
announced that his plans for the 
future are indefinite. Meanwhile, 
he may be reached at 5617 12th 
Ave., Brooklyn, N. Y. 


MONTANA RETAIL GROUP 
TO MEET IN JANUARY 


The annual convention of the 
Montana Implement & Hardware 
Association will be held at the 
Rainbow Hotel, Great Falls, 
Mont., Jan. 21 to 23, 1937, it 





was announced by R. M. 
O’Hearn, Townsend, Mont., sec- 
retary of the association. 


CHICAGO GROUP HOLDS 
THANKSGIVING PARTY 


The Chicago Retail Hardware 
Association held its second an- 
nual Thanksgiving Party in Bal 
Tabarin, Hotel Sherman, Wed- 
nesday evening, Nov. 18. The 
party was attended by 300 mem- 
bers and ladies of the associa- 
tion. 

Roland H. Popken, president, 
delivered a welcoming address, 
which was followed by a cabaret 
supper. The entertainment fea- 
tures were dancing and nine acts 
of vaudeville. The dealers ex- 
pressed themselves as _ being 
highly pleased with the affair. 


MERCHANTS AND MANUFACTURERS ASSN. HONORS 
FERNLEYS’ FIFTY YEARS OF SERVICE 


Edward E. Chandlee, presi- 
dent of E. K. Tryon Co., Phil- 
adelphia, Pa., on behalf of the 
members of the Hardware Mer- 


‘chants and Manufacturers Assn. 


of Philadelphia, 


presented a 


GEORGE A. FERNLEY 


silver pitcher to George A. Fern- 
ley, secretary-treasurer, in com- 
memoration of 50 years of fel- 
lowship with him and his father, 
the late T. James Fernley. The 
presentation was made at the 
quarterly meeting of the group 
on Nov. 17. 

Fifty years ago the wholesalers 
and manufacturers of hardware 
and kindred lines formed an 
association known as the Hard- 











ware Merchants and Manufac- 
turers Association of Philadel- 
phia. The late Mr. Fernley was 
elected secretary-treasurer, serv- 
ing in that capacity until his 
passing in 1926. Mr. Fernley 
was responsible to a large degree 
for the early success of the 
organization. 


EDWARD E. CHANDLEE 


George A. Fernley succeeded 
his father, and today the group 
is an outstanding association, 
widely known as a result of its 
influence in securing improved 
competitive relations among 
members of the trade and more 
satisfactory relations with 
sources of supply. 





HOUSE FURNISHING SHOW 
TO OCCUPY 400 ROOMS 


The Tenth Anniversary of the 
National House Furnishing Ex- 
hibit, which will be held at the 
Stevens Hotel, Chicago, Jan. 10 
to 16, 1937, will occupy 400 
rooms and is expected to have 
the largest attendance of hard- 
ware wholesalers since the in- 
ception of these annual exhibits 
ten years ago. 

Leading manufacturers of 
kitchen utensils, and specialties, 
bath room accessories, wooden- 
ware, lawn and garden supplies, 
ironing machines, washing ma- 
chines, vacuum cleaners, refrig- 
erators, both electric and non- 
electric, minor electric appliances, 
cleaning appliances, and house- 
hold specialties, will have 
complete factory displays, oc- 
cupying six floors of the hotel. 
Many firms will offer “Show 
Specials” at the Exhibit, under a 
certificate plan, including items 
which are new either in design 
or appearance. 

Many of the exhibitors are in- 
terested in meeting the whole- 
sale hardware men at this ex- 
hibit. An invitation to attend 
has been issued to all hardware 
wholesalers this year and special 
badges will be provided for 
them. Each buyer will be fur- 
nished with a copy of the Blue 
Book Directory, which lists the 
source of supply for house 
furnishings. 


CENTRAL N. Y. GROUP 
TO HOLD XMAS PARTY 


At the Nov. 9 meeting of the 
Central New York Retail Hard- 
ware AsSociation, it was decided 
to hold a Christmas party in- 
stead of the regular meeting on 
Dec. 14. A committee of arrange- 
ments was appointed, consisting 
of Emil Evertz, George G. Hoy, 
Franklin I. Greene, Robert 
Greenfield, B. E. Extale, G. C. 
Costello, and Max Riepel, Jr. 

Officers of the association 
brought to the attention of the 
dealers the various phases of the 
Federal Security Act, which was 
followed by a general discussion 
of the legislation. Twenty-six 
members were present at the 
meeting, which was held at the 
association’s office in the Hills 
Building, Syracuse, N. Y. John 
J. Baur, president, presided. 
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KUEHN AND LUEDKE OF MILCOR STEEL 
ELECTED TO INLAND STEEL BOARD 


At a recent meeting of the 
board of directors of the Inland 
Steel Company of Chicago, Louis 
Kuehn and A. J. Luedke of the 
Milcor Steel Company, Milwau- 
kee, Wis., were elected as mem- 
bers of the board. Milcor Steel 
Company became a wholly owned 
subsidiary of Inland Steel Com- 
pany on. July 1, 1936. 





A. J. LUEDKE 


Mr. Kuehn has been president 
of the Milcor Steel Company 
since its establishment in 1902. 
He was connected with the 
Berger Manufacturing Company 
of Canton, Ohio, for seven years, 
during which time he became 
thoroughly acquainted with ihe 
sheet metal business. In 1896 he 
formed the La Crosse Steel Roof- 
ing & Corrugating Company and 





after six years came to Milwau- 
kee to establish the Milwaukee 





LOUIS KUEHN 


Corrugating Company, since July 
1, 1930, the Milcor Steel Com- 
pany. 

Mr. Luedke took a_ position 
with the Milwaukee Corrugating 
Company in 1906. In 1906 he 
became secretary and assistant 
treasurer. On July 1, 1930, Mr. 
Luedke became secretary and 
treasurer. In addition to his work 
with Milcor, Mr. Luedke is a 
director of the Firemen’s Insur- 
ance Company of Newark, N. J., 
a director of the Concordia Fire 
Insurance Company of Milwau- 
kee, and a director of the Old 
Line Life Insurance Company of 
America. 





REVERE ISSUES 
GIFT CATALOG 


Revere Copper and Brass Inc., 
Rome, N. Y., has recently issued 
the 1937 edition of its gift cata- 
log, featuring ash trays, smok- 
ers’ articles, beverage servers, 
book scrolls, candlesticks, cen- 
terpieces, floral items, lamps, 
trays, and other miscellaneous 
items. These products, designed 
in the modern manner, are at- 
tractively illustrated and com- 
pletely described and will sug- 
gest many handsome Christmas 
gifts. A complete price list is 
furnished with the catalog. 


POT AND KETTLE NEWS 


The Los Angeles Pot & Kettle 
Club has had a series of very in- 
teresting speakers at its meetings. 
Among them were Los Angeles 
Fire Chief Scott, presented by 
president Les Nesblett of the Los 
Angeles Ladder Co.; J. Stewart, 
counselor for the L. A. Railway, 
presented by Al Fischer of J. W. 
Robinson Co., and Richard G. 
Leitner, Gubiner-Synchro Sound, 
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Inc., presented by Bill Hitt of 
Empeco Co. A dinner-dance was 
announced by Weldin Read of 
the California Hardware Co. to 
take place on Dec. 12, at the 
California Country Club. 

The Portland Club held its first 
dinner-dance on Nov. 7 with 
many members of the Seattle 
Club attending. The Portland 
Club is making a strong bid for 
the 1937 convention. 

The San Francisco Club cele- 
brated the opening of the new 
bridge by refusing to give or take 
orders for three days. The Oak- 
land Club has taken a new lease 
on life and big things are ex- 
pected from that crganization. 





HENRY FASIG BUYS 
LADDS DISCOUNT BOOK 


Henry Fasig, 37 Pardee Place, 
East Haven, Conn., has _pur- 
chased the sole rights to Ladds 
Discount Book from the estate 
of its former publisher, the late 
J. Fred Wright of New Haven, 
Conn. The well-known volume of 





time-saving discount tables will 


hereafter be published by Mr. 
Fasig, with Book No. 3 now 
being available. 

Mr. Fasig, who is associated 
with Sargent & Co., in New 
Haven, assisted the original pub- 
lisher, Mr. Ladd, in compiling 
the book, and in resuming his 
affiliation with the volume, this 
time as its publisher, he will 
conduct the Ladds Discount Book 
business from his home address 
as given above. 


NOAH VAN CLEEF TO 
VISIT AUSTRALIA 


Noah Van Cleef, member of 
Van Cleef Bros., Chicago, manu- 
facturers of Dutch Brand rubber 
and chemical products, will sail 
on Dec. 8 on the S.S. Monterey 
for Australia and New Zealand, 
where he will call on the firm’s 
distributors. In Australia, Syd- 
ney, Melbourne and Adelaide 
will be visited and in New 
Zealand he will go to Auckland, 
Wellington, Christchurch and 
Dunedin. Enroute, stops will be 
made at Hawaii, Fiji, and Samoa. 
In those places, Mr. Van Cleef 
will make a study of conditions 
as a means of better serving the 
company’s distributors. 

On December 5 through De- 
cember 8, the company will hold 
its annual sales conference at the 
home office and factory in Chi- 
cago. Policies and products for 
1937 will occupy the major part 
of the discussions. All mem- 
bers of the sales staff will also 
spend some time studying latest 
manufacturing processes and 
make a tour through the new 
addition to the Van Cleef Bros. 
plant, which is just being com- 
pleted. 


MOHAWE ASSN. PLANS 
, FOR COMING YEAR 


Members. were the principal 
speakers at the Nov. 12 meeting 
of the Mohawk Valley Retail 
Hardware Association held in 
the Hotel Martin, Utica, N. Y. 
Sherrill Sherman, Roberts Hard- 
ware Co., Utica, discussed “Your 
Own Budget for 1937—How to 
Make It.” Frank Doyle, Doyle 
Hardware Co., Utica, and John 
P. Reed, Bauer Hardware Co., 
Inc., Utica, discussed, respec- 
tively, “Buying for 1937” and 
“Selling in 1937.” 

The discussions proved so in- 
teresting that it was requested 
to continue them at the Decem- 
ber meeting. 

H. J. Strugnell, Sales Man- 
ager, Remington Arms Co., New 
York City, was a guest at the 
meeting, which was attended by 
35 members. President Paul 
Barker, Barneveld, presided. 





CHAMBERLAIN TALKS 
TO HARDWARE BOOSTERS 


R. W. Chamberlain, assistant 
sales manager, The Stanley 
Works, New Britain, Conn., was 
a guest and speaker at the No- 
vember 20 meeting of the Hard- 
ware Boosters held at Pontin’s 
Restaurant, 47 Franklin St., New 
York City. Mr. Chamberlain 
gave an inspirational and infor- 
mative talk on selling and con- 





R. W. CHAMBERLAIN 


cluded his remarks with some 
whimsical comments on an im- 
agined trip to West Africa, where 
he found some most unusual uses 
to which hardware lines were 
put. Following Mr. Chamber. 
lain’s address he was elected an 
honorary member of the Boost- 
ers. 

Those present at the meeting 
were reminded that the Boosters 
annual Christmas party will be 
held at Pontin’s Restaurant, 
Saturday afternoon, December 
19. Arrangements for the party 
are in charge of the entertain- 
ment committee of which M. E. 
Wyckoff, Hardware World, vice- 
president, is chairman. Roy C. 
Schmidt, Stanley Rule & Level 
Plant, is vice-chairman of the 
committee, other members being 
Charles Pincus, The Stanley 
Works; Charles J. Heale, editor, 


Harpware Ace, and Oscar 
Watts, Sherwatt Equipment & 
Mfg. Co. 


The meeting was presided 
over by R. L. Hammond, The 
Bunting Bronze & Brass Co., 
president of the Boosters. 





TURKENKOPF HEADS 
DALLAS GROUPS 


S. C. Turkenkopf was elected 
president of the Dallas Hard- 
ware and Implement Club, Dal- 
las, Tex., for the ensuing year. 
Other officers elected included: 
Raymond A. Slack, vice-presi- 
dent, and H. C. Rast, secretary- 
treasurer. Directors are: D. H. 
Pace, J. W. Rawlings, and W. 
D. Barry. 
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KELVINATOR INCREASES 
FIELD ORGANIZATION 


Because of the steadily grow- 
ing demand for both domestic 
and commercial refrigeration and 
the expansion of Kelvinator into 
the production of other house- 
hold appliances, two distinct 
field forces will be maintained, 
effective at once, it was stated by 
Henry W. Burritt, vice-president 
in charge of sales, Kelvinator 
Corp., Detroit, Mich. 





H. W. BURRITT 


Domestic refrigeration and 
sales of household appliances, 
including washing machines, iron- 
ers, ranges, and water heaters 
will be under the direction of 
five regional managers, who will 
have all the authority of domes- 
tic sales managers located in 
the field, and who will report 
directly to Mr. Burritt and T. G. 
Strelinger, his assistant. 

Due to the diversity of the 
domestic products and in order 
to coordinate the activities of all 
connected with the sales of these 
products, an organization com- 
mittee has been set up composed 
of M. S. Bandoli, sales manager 
of the domestic refrigeration di- 
vision, chairman; V. J. McIntyre, 
sales manager of the laundry 
equipment division; P. L. Miles, 
sales manager of the range and 
water heater division; S. C. 
Mitchell, director of advertising 
and sales promotion; E. W. Loth- 
rop, manager of the organization 
development department, and in- 
cluding the regional managers 
and their regions as follows: 

J. F. Crossin, eastern, New 
York City; H. A. Dahl, central, 
Chicago; J. B. Reeves, south- 
eastern, Atlanta, Ga.: J. T. Dal- 
ton, south central, Kansas City, 
Mo.; and J. L. Conover, western, 
San Francisco. 

Regional managers are to have 
under their direction a strong 
organization of district managers, 
augmented in many sections by 
field specialists on major mer- 
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chandising. ranges, water heater, 
and laundry equipment. 

Active field supervision of com- 
mercial sales will be under seven 
division managers, who will de- 
vote their entire attention to com- 
mercial products, and an eighth, 
who will continue to maintain 
direction of both domestic and 
commercial sales on the Pacific 
Coast. These commercial man- 
agers and their headquarters 
cities are: Otto C. Endress, Syra- 
cuse, N. Y.; L. T. M. Ralson, 
Long Island City, N. Y.; J. B. 
Taylor, Cincinnati, Ohio; C. L. 
Barlow, Chicago; H. A. Turner, 
St. Louis, Mo.; R. W. Cox, Dal- 
las, Tex.; C. D. Taylor, Atlanta, 
Ga., and J. L. Conover, San Fran- 
cisco. 


INDIANAPOLIS ASSN. 
GUEST OF ATKINS CO. 


The Indianapolis Retail Hard- 
ware Association was the guest 
of E. C. Atkins and Co., In- 
dianapolis, Ind., on Armistice 
Day, Nov. 11, at the Hotel 
Severin. There were 110 mem- 
bers, clerks, and their wives 
present at the meeting at which 
a buffet lunch was served. A 
highlight of the affair was the 
presentation of several enter- 
tainment features. 

H. C. Atkins, president of 
Atkins Saw Manufacturer, made 
a brief talk on the relationship 
of the manufacturer and the 
dealers. M. W. Dallas, adver- 
tising manager, spoke on Mod- 
ern Merchandising and Edu- 
cating Tool Salesmen, the Man 
Behind the Counter. 

The new officers who were in- 
stalled at the meeting are: presi- 
dent, Elgin Stark;  vice-presi- 
dents, Ed Zeps and James 
Pierce; secretary, Frank Sher- 
rer, and treasurer, E. K. Oder. 


SECOND INTERNATIONAL 
HOUSEWARES SHOW 


Plans are now underway for 
the Second International House- 
wares Show to be held January 
4-16, 1937, in the Merchandise 
Mart, Chicago. Among the new 
features announced by A. P. 
Hughes, chairman of the show 
committee of the 14th Floor Mart 
Club, are the “Room of Values,” 
a shuttle bus service between the 
Stevens Hotel and the Merchan- 
dise Mart, and a special group of 
prizes for the best buyer comment 
on the show. 

In the “Room of Values,” each 
of the housewares exhibitors on 
the 14th floor will contribute one 
new item. The items displayed 
will be offered for sale in the 
respective exhibit spaces, and 
will be available only to those 
buyers, who visit the Second In- 








ternational Housewares Market. 
O. C. Thomas, Columbia Enamel- 
ing and Stamping Co., Terre 
Haute, Ind., is chairman of the 
exhibitors’ committee and will be 
in charge of the room. 

Cash prizes are to be awarded 
to the three buyers presenting 
the three best stories as to the 
value of the show. F.C. Slatterly 
of the F. C. Slatterly Co., is in 
charge of the prize committee. 

Special lunches, a Monte Carlo 
party, and refreshments have 
been promised by the entertain- 
ment committee for buyers and 
their wives. 


L. M. STRATTON HEADS 
COMMUNITY FUND DRIVE 


Leslie M. Stratton, president, 
Stratton-Warren Hardware Co., 
Memphis, Tenn., has been ap- 
pointed general chairman of the 
Memphis Community Fund drive, 





LESLIE M. STRATTON 


to raise $375,000 for the city’s 
unfortunates. Mr. Stratton is 
well known to hardware men 
throughout the country through 
his activities in connection with 
the National Wholesale Hard- 
ware Association, of which he is 
a past president. 


PITTSBURGH ASSN. PLANS 
FOR PASHA CONVENTION 


The Pittsburgh Retail Hard- 
ware Association has outlined 
plans for the coming PASHA 
convention, which will be held in 
Pittsburgh, Feb. 22 to 26, 1937. 
W. Glenn Pearce, managing di- 
rector of PASHA, 400 N. Broad 
St., Phila., Pa., and Lee Kelso, 
president of the Pittsburgh Assn. 
were the principal speakers at 
the meeting which was held in 
the Fort Pitt Hotel, Nov. 20. On 
the committee for convention ar- 
rangements are: Mr. Kelso, 
Walter Whitehead, Frank Heg- 
ner, Theodore Beckoeffer, Otto 
Kossler, Paul Miller, and J. E. 
McCullough. 











DAYTON ASSN. OPPOSES 
STATE SALES TAX 


The Dayton Retail Hardware 
Association, Dayton, Ohio, went 
on record by unanimous vote, 
during its monthly meeting on 
Nov. 16, as being opposed to the 
proposed state gross three per 
cent sales tax. It was suggested 
that the present set-up of the 
sales be changed. 

Lawrence Poole, secretary- 
treasurer of the group, was in- 
structed to write the Ohio Hard- 
ware Association, notifying it of 
the Dayton Hardware men’s feel- 
ings in the matter and action 
taken. 

The members also discussed 
ways and means of obtaining a 
portion of the $4,000,000 to be 
distributed in Dayton during De- 
cember through bonuses and 
dividends. All dealers reported 
full stocks and they are waiting 
for the December buying rush. 
Christmas lighting systems and 
decorations will again be a fea- 
tured holiday item in all their 
stores. 

The next meeting of the local 
association will be on Dec. 7, 
when Joseph Schad, president, 
will name a nominating com- 
mittee. Annual election of off- 
cers will take place in January. 
It is expected that a Christmas 
party will be staged at the Dec. 7 
meeting. 


GRADE DESIGNATIONS 
OF STAINLESS STEEL 

Effective immediately, Ludlum 
Steel Co., Watervliet, N. Y., is 
changing the grade designations 
of part of its chrome nickel Sili- 
crome series so that in the future 
its stainless grades will be desig- 
nated by numbers indicating as 
closely as possible their compo- 
sition. 

The new designations, Sili- 
crome 18-8; 18-8-S; 18-8-T; 
18-8-C; 18-8-M, and 18-8-EZ will 
respectively replace the old des- 
ignations, Silicrome KA2; KA2-S; 
KA2-T; KA2-C; KA2-MS, and 
KA2-EZ. Designations of grades 
not listed above remain un- 
changed. 


N. Y. METAL JOBBER 
MOVES QUARTERS 


Atlantic Brass & Copper Co., 
wholesaler of all kinds of metals, 
is moving its office and ware- 
house to larger quarters at 140 
Grand St., New York City, in 
the center of the metal district. 
The company, which deals in 
sheet aluminum, brass, copper, 
steel and zinc and also circles 
in various sizes and metals was 
formerly located at 579 Broad- 
way, New York City. 
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THOMAS JOINS RUSSELL, 
BURDSALL & WARD CO. 


Hanson Thomas, formerly 
vice-president and general sales 
manager of the Oliver Iron and 
Steel Co., Pittsburgh, Pa., has 
resigned to become associated 
with Russell, Burdsall & Ward 
Bolt and Nut Co., Port Chester, 
N. Y. 





HANSON THOMAS 


Mr. Thomas will be located | 


in Philadelphia in charge of 
sales in that territory but will 
also carry on certain 
sales operations for the company 
in relation to general customer 
contact. 


EMERSON ELECTRIC ADDS 

TO FAN SALES STAFF 

Irving L. Kordenbrock has 
joined the fan sales staff of The 
Emerson Electric Mfg. Co., Inc., 
St. Louis, Mo., manufacturer of 
motors, fans, and appliances. Mr. 
Kordenbrock was formerly as- 
sociated with the Famous-Barr 
Co., a St. Louis department store 
as manager of its electrical ap- 
pliance department. 


JERSEY ASSN. VIEWS 
CARBORUNDUM CO. FILM 


J. J. Ellebrecht of The Car- 
borundum Co., Niagara Falls, 
N. Y., presented a film showing 
the manufacture and uses of 
Carborundum products at the 
Nov. 10 meeting of the North 
Jersey Hardware & Supply As- 
sociation at the Mountainside 
Inn, Mountainside, N. J. 

Moving pictures were also 
shown of an association meeting 
held 10 or 15 years ago at Lake 
Hopatcong. Many of the old 
timers, who were seen, included 
members of the association, the 
Metropolitan Hardware Associa- 
tion of New York City, whole- 
salers’ and manufacturers’ rep- 
resentatives, and representatives 
of Harpware ACE. 

In January the association will 
undertake a membership drive 
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| able to Horton dealers. 
| presents a complete mat service 


| supplied in mat form. 


| ads. 


. | 
special 








with the aid of PASHA. Twenty- 
five attended the meeting, at 
which president George Force 
presided. 


HORTON MFG. CO. OFFERS 
ADVERTISING BOOK 


To enable dealers to properly 
advertise and present the Horton 
line of washers and ironers to 
prospects, the Horton Mfg. Co., 
Fort Wayne, Ind., has prepared 
a special book, which offers a 
short and complete course in ad- 
vertising. The book contains 
many sample advertisements and 
copy suggestions that are avail- 
It also 


and the special posters, folders, 


| broadsides, and other sales aids 


that have been prepared for 
Horton washers and ironers. 
The sample advertisements are 
Electros 
will be supplied where needed. 
In the back part of the book are 
shown individual cuts from which 





the dealer can make up his own 


ton merchandising program. 





KNIGHT & WALL CO. 
APPOINTS RETAIL MGR. 


The Knight & Wall Co., Tampa, | 
Fla., wholesale, has appointed | 
R. S. Stinson of Tampa, retail 
store manager to be in complete 
charge of the company’s retail 
department. Mr. Stinson has 
had many years’ experience in 
the retail and wholesale hard- 
were business and previously was 
manager of the Knox Stores at 
Tampa. 


| 


RETAIL FIRM WISHES 
MFRS. CATALOGS 


The Jamaica Stove Supply Co., 
16809 Jamaica Ave., Jamaica, 





Both mats and electros are | 
| supplied free as part of the Hor- 


| Stanley Mott 


L. L, New York, has recently 
added a new and complete hard- 
ware and housefurnishings de- 
partment, the firm’s quarters 
having been enlarged and mod- 
ernized for that purpose. Robert 
Gidseg is president of the com- 
pany and would appreciate re- 
ceiving from manufacturers, price 
information and _ catalogs on 
hardware and allied lines, house- 
furnishings, paint and painting 
sundries, stoves, ranges, refrig- 
crators, kitchen equipment, tools, 
and builders’ hardware. 


NUTMEGGERS VIEW FILM 
ON TERMITES 


At the Nov. 11 meeting of 
The Nutmeggers, Inc., in the City 
Club, Hartford, Conn., a repre- 
sentative of the Terminex Corp. 
spoke and showed talking pic- 
tures on termites and their meth- 
ods of destroying buildings. A 
means of preventing this type of 
destruction was also presented. 

Election of officers will take 
place at the Dec. 9 meeting of 
the club and the nominating 
committee has named the follow- 
ing: George Ellis president; 
and Howard M. 
Knapp, vice-presidents; and E. 


| C. Sullivan, secretary-treasurer. 





BLISS & CO. OPENS 
SHIP MODEL DEPT. 


James Bliss & Co., Inc., ship 
chandler, 220 State St., Boston, 
Mass., has opened a department 
of authentic-to-scale ship model 
parts in one of the lofts of its 
chandlery. The firm, a leading 
ship supply firm which was 
started more than 100 years ago, 
is making the departure to cater 
to the pronounced revival of 
interest in ship modelling and 
nautical affairs. Models and 
blueprints of all types of craft 
will be on display. 





FREEZER MANUFACTURERS INAUGURATE 
COOPERATIVE MERCHANDISING PLAN 


To arouse consumer interest in 
home-made ice cream, freezer 
manufacturers are cooperating in 
a nation-wide merchandising 
plan, designed to aid dealers in 
increasing freezer sales. The 
program is the outgrowth of a 
meeting held Sept. 9 in New 
York City, attended by repre- 
sentatives of every freezer manu- 
facturer in the country. 

When the general plan was 
agreed upon, a committee was 
appointed to carry through the 
details of the campaign. Freezer 
Headquarters were established 
at 424 Book Bldg., Detroit, Mich. 
The committee then appointed an 
advertising agency to plan and 
prepare national advertising, su- 





pervise the publicity program, 


and create numerous displays and 
sales tie-ups that will be supplied 
to dealers. One of the features 
of the program is that all display 
material and dealer helps are 
being supplied free to dealers. 

Cooperating freezer manufac- 
turers are: White Mountain 
Freezer Co., Nashua, N. H.; 
North Bros. Mfg. Co., Phila., Pa.; 
Alaska Freezer Co, Inc., Win- 
chendon, Mass.; Richmond Cedar 
Works, Richmond, Va.; New 
Standard, Corp., Mount Joy, Pa.; 
Conco Engineering Works, Men- 
dota, Ill., and the Peerless Freezer 
Co., Winchendon, Mass. 

Dealers are urged to write to 
Freezer Headquarters for further 
information on the campaign and 
for the free display material. 











REPUBLIC PROMOTES 
MARTIN L. HOPKINS 


Martin L. Hopkins has been 
appointed assistant manager of 
sales of the Bolt and Nut Divi- 
sion of Republic Steel Corp., 
Cleveland, Ohio. Frank P. Mc- 
Ewen will continue as the other 
assistant in that division. 





L. HOPKINS 


MARTIN 


Mr. Hopkins in 1890 became 
associated with the Union Roll-, 
ing Mill Co., which for many 
years operated the only bar mills 
in the Cleveland territory. Dur- 
ing his association with that 
company he became its secretary 
and was in that position when 
it was merged with The Upson 
Nut Co. and the Bourne-Fuller 
Co. in 1920. He was later elected 
secretary of the combined com- 
panies and retained that title 
until the formation of Republic 
Steel Corp. in 1930. Mr. Hopkins’ 
activities with Republic have 
been centered chiefly on the sales 
of bolt and nut products. 


NORTH COAST ASSN. TO 
MEET FEB. 10 & 11 


The annual convention of the 
North Coast Hardware & Imple- 
ment Association will be held 
Feb. 10 and 11, 1937, at the 
Multnomah Hotel, Portland, Ore. 
Theodore S. Coy is secretary of 
the association with headquar- 
ters at the Olympic Hotel, Suite 
236, Seattle, Wash. 


OLSON, DISTRICT MGR. 
FOR GOODRICH Co. 


W. A. Olson has been appointed 
district manager in Des Moines, 
Iowa, for the B. F. Goodrich 
Co., succeeding W. F. Geissel, 
who has been assigned to other 
duties with the company. Mr. 
Olson joined the Goodrich or- 
ganization in 1928 as a salesman 
in the Dallas, Tex., district. He 
has held a wide variety of sales 
posts in the Dallas district, in- 
cluding that of assistant district 
manager. 
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MILCOR NAMES STEENROD 
MGR. .OF CANTON PLANT 


A. U. Steenrod has been ap- 
pointed manager of the Canton, 
Ohio, plant of the Milcor Steel 
Co., Milwaukee, Wis., effective 
immediately. Mr. Steenrod had 
been in charge of the company’s 
Chicago plant for seven years. 
He became associated with Mil- 
cor in 1929 and previously had 
been in the steel building ma- 
terial business for many years. 

The Canton plant was orig- 
inally the Eller Mfg. Co., which 
manufactured sheet steel build- 
ing materials, including eaves 
trough, conductor pipe and ac- 
cessories, steel roofing, metal 
shingles, metal ceiling, skylights. 
and ventilators. Since its 


pur- 
chase by Milcor in 1928, the 
plant has been enlarged and 
completely renovated for the | 





A. U. 


STEENROD 








JOHN OFENLOCK 
John Ofenlock, 93, of Kasota, 


Minn., oldest hardware merchant 
in the state, passed away re- 
cently. He was active and in good 
health up to a few days before 
his death, which resulted from a 
stairway fall. 

Born in Germany, Mr. Ofen- 
lock was apprenticed as a boy 
in a muriatic acid mill, where 
he worked long hours at heavy 
manual labor. Out of his small 
earnings he saved the price of 
transportation to the United 
States. Working as a blacksmith 
in Indiana, he later moved to 


Minnesota. Since 1871 he resided | 


at Kasota, where he operated a 
blacksmith shop. Gradually to 
his stock of horseshoes, iron and 
steel, he added hardware items 
and when he opened a full- 
fledged store, it was said to be 
the first of its kind in that sec- 
tion of the state. He also handled 
farm machinery and when the 
grain reaper was invented, Mr. 
Ofenlock introduced the _ first 
machine in his community. 


WILLIAM S. ROWLAND 


William S. Rowland, 55, presi- 
dent of The Stanley Chemical 
East Berlin, Conn., 
technical director of The Stan- 


Co., 





and | 


ley Works of New Britain, passed | 


away suddenly from a heart at- 
tack on Noy. 12. 

Upon his graduation from col- 
lege, Mr. Rowland 
position as a chemist with Arthur 
D. Little; Inc., and after con- 


secured a | 


cluding an assignment with The | 


Stanley Works, entered 


DECEMBER 3, 1936 


their | 


employ as chemical engineer, 
later becoming technical director. 
During his association with that 
organization, Mr. Rowland was 











OBITUARY 


manufacture of the entire Mil- 
cor line of building materials. 
Additional factory space _ is 
being contemplated at the pres- 
ent time and plans for new 
buildings are now being drawn. 


LOUIS SHULMAN WITH 
SOSS MFG. CO. 


Louis Shulman, who for sev- 
eral years has been. associated 
with his father in the retail hard- 
ware firm of L. Shulman & Son, 
95 Ferry St., Newark, N. J., has 
become associated with the Soss 
Mfg. Co., Roselle, N. J., as man- 
ager of its Detroit division. Mr. 
Shulman has been an _ active 
member of the Essex County Re- 
tail Hardware Association and 
this past year has been serving 
a sassistant 
group. 





| EDWARD D. LEVY HEADS 
SLOANE-BLABON CORP. 


Edward D. Levy, formerly 
president of the Fisk Rubber 
Corp., has been elected president 
and director of the Sloane-Blabon 
Corp., New York City, manufac- 
turer of linoleum rugs. William 
A. Sales has been elected vice- 
president in charge of sales and 
M. B. Wimber was made sec- 
retary. 


BOOTH RESIGNS FROM 
AMERICAN HDWE. CORP. 


William H. Booth, assistant 
treasurer of the American Hard- 
ware Corp., and manager of the 
Corbin Cabinet Lock Co., New 


Britain, Conn., has resigned. He 











were. His 
Fred, later became partners in 
the business. 
ness was reorganized as 


sons, 


The 


instrumental in the development | Decker Hardware Inc., with Mr. 


of several valuable processes re- | Decker as president and Jess 
lating to lacquers, japans, en-| Pierce, Russell Thompson and 


amels, and_ synthetic 


which ultimately led to the es- | 
tablishment of an affiliate manu- | 
facturing organization under his | 


direction. This company known 
as The Stanley Chemical Co. was 


| started in 1911 in a small plant 


in Forestville, Conn., and later 
moved to New Britain. 
six years an additional branch 
was established at East Berling, 
where by 1923 all operations 
were concentrated. 

Mr. Rowland was listed in the 


Within | 


1936-1937 edition of “Who’s Who | 


in America,” was a member of 


the Chemists Club in New York | 


City and a director in several 


Connecticut companies. He leaves | 
his widow, two sons, Hugh and | 


William Platt, and two daugh- 
ters, Jean and Helen Rowland. 


CHESTER H. DECKER 


coatings | Mrs. C. H. Decker as partners. 
Equally active in social, civic | 





C. H. DECKER 


and religious activities, Mr. 
Decker was considered a man of 
prominence in his community. 


| He was a director of the Austin 


Chester H. Decker, 75, presi- | 


of The 


dent 


Decker Hardware | 


Inc., large retail firm of Austin, | 
| Minn., passed away recently from 


a heart attack. 


Mr. Decker was one 


of the | 


leading hardware merchants of | 
the city, having spent more than | 


50 years as a hardwareman. He 
first entered business in 1885 
with Col. A. W. Wright and in 
1896 formed a partnership with 
his brother, C. D. Decker. The 
firm continued for many yeais 
as the Decker Brothers Hard- 


Building and Loan Society and 
was a member on the school 
board, making many important 
contributions to the furtherance 
of education. 

He leaves his widow, his two 
sons, 11 grandchildren and one 
great-grandson. 


GRAY DeCAULP 
Gray DeCaulp, 47, associated 


with Fones Bros. Hardware Co., | 





| and 
| Gaulbert Paint & Varnish Co., 
| Inc., Louisville, Ky., passed away 
| of a heart attack, Nov. 11. 


| Gaulbert 
| transferred to a country territory 





had been associated with the 

treasurer of that | American Hardware Corp. for 
many years. 

Leonard and | was a traveling salesman for 

Fones Bros. At the time of his 

In 1928, the busi- | resignation from that company 


he was warehouse superintendent. 
He leaves his widow, a daughter 
and a son. 


S. E. BOOKER 


S. E. Booker, 56, vice-president 
general manager, Peaslee- 


Mr. Booker began his business 
career in 1899 as a city salesman 
in Louisville for the old Peaslee- 
Co. In 1902 he was 


and until 1807 traveled through- 
out the South from Texas to 


"Florids. In 1908 Mr. Booker be- 


| came secretary and treasurer of 


the E. B. Norman Lumber Co., 
in which capacity he remained 
until 1912, when he became presi- 
dent of the ‘Booker Box Co. 

In 1920 he rejoined the Peas- 
vice-presi- 


lee-Gaulbert Co. as 


| dent, and in 1928, when the 
| stock of that company was pur- 


chased by Devoe & Raynolds Co., 
Inc., Mr. Booker was elected vice- 
president and general manager 
of the renamed Peaslee-Gaulbert 


| Paint & Varnish Co. 


Mr. Booker was also a direc- 


| tor of the First National Bank of 


Louisville, The Kentucky Title 
Savings Bank, the Peaslee-Gaul- 
bert Corp., Columbia Land Co., 


for 27 years up to 1932, passed | and Devoe & Raynolds Co., Inc. 


away recently following an opera- | 


tion. Mr. DeCaulp was a resi- 
dent of Little Rock, Ark., and 





He leaves his widow, and two 
Samuel Edmund, Jr., and 
Hutchings. 


sons, 
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The Retail Hardware Association of 
Alabama annual convention and exhibit, 
Birmingham, Ala., May, 1937. Exact 
dates for meeting to be later designated. 
J. H. Crowe, secretary, 410 N. 21st St., 
Birmingham, Ala. 


California Retail Hardware Associa- 
tion, 36th annual convention and exhi- 
bition, Hotel Whitcomb, San Francisco, 
Cal., golf meet and skeet shoot, Febru- 
ary 14. Convention sesssions: February 
15 to 17 inclusive, 1937. LeRoy Smith, 
secretary, Room 237, 417 Market St., 
San Francisco. 


Southern California Retail Hardware 
Association, 16th annual convention and 
exhibit tentatively scheduled for Am- 
bassador Hotel Auditorium, Los Angeles, 
Cal., February 23 to 25 inclusive, 1937. 
J. V. Guilfoyle, managing director, 
1126 Rives-Strong Bldg., Los Angeles. 


Connecticut Hardware Association, 
annual convention, Hotel Elton, Wa- 
terbury, Conn., March 3 and 4, 1937. 
Charles F. Freeman, secretary, Bran- 
ford, Conn. 


The Hardware Association of the 
Carolinas, 33rd annual _ convention, 
Winston-Salem, N. C., at place to be 
later designated, June 8 to 10 inclusive, 
1937. Arthur R. Craig, secretary, 803 
eo Trust Bldg., Charlotte, 


Illinois Retail Hardware Association, 
40th annual convention and exhibit, 
Peoria, Ill., Feb. 2 and 4, inclusive, 
1937. Sessions and exhibit Peoria State 
Armory. C. G. Gilbert, managing direc- 
i 1155 Merchandise Mart, Chicago, 


Iowa Retail Hardware Association, 
39th annual convention and _ house 
furnishings show, Feb. 9-12, inclusive, 
1937, Des Moines, Iowa. Headquarters: 
Savery Hotel. Exhibition: Coliseum 
Bldg., Philip R. Jacobson, secretary- 
treasurer, Mason City, Iowa. 


Indiana Retail Hardware Association, 
38th annual convention and exhibit, In- 
dianapolis, Ind, Jan. 26 to 29, 1937. 
Headquarters: Lincoln Hotel. Sessions 
and exhibit: Murat Temple. G. F. 
Sheely, managing director, 130 E. 
Washington Bldg., Indianapolis. 


Kentucky Hardware and Implement 
Association, annual convention and ex- 
hibit, Seelbach Hotel, Louisville, Ky., 
Jan. 19 to 21 inclusive, 1937. J. M. 
Stone, secretary, Room 1009, Seelbach 
Hotel, Louisville. 


Michigan Retail Hardware Associa- 
tion, annual convention and exhibition, 
Grand Rapids, Mich., Feb. 9 to 12 in- 
clusive, 1937. Exhibition Civic Audi- 
torium. Harold W. Bervig, secretary, 
1112 Olds Tower Bldg., Lansing, Mich. 


Missouri Retail Hardware Associa- 
tion, annual convention and exhibition, 
Jefferson Hotel, St. Louis, Mo., Feb. 16 
to 18 inclusive, 1937. Peyton C. Clark, 
secretary, 2861 Gravois Ave., St. Louis. 


Minnesota Retail Hardware Associa- 
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tion, 4lst annual convention and exhi- 
bit, St. Paul, Minn., Feb. 23 to 26 in- 
clusive, 1937. Headquarters: Lowry 
Hotel. Sessions and exhibit: St. Paul 
Auditorium. C. J. Christopher, man- 
ager, Nicollet at 24th St., Minneapolis. 


Montana Implement and Hardware 
Association annual convention, Rainbow 
Hotel, Great Falls, Mont., Jan. 21 to 23 
inclusive, 1937. R. M. O’Hearn, secre- 
tary, Townsend, Mont. 


Mountain States Hardware and Im- 
plement Association, 35th annual con- 
vention, Cosmopolitan Hotel, Denver, 
Colo., Jan. 18 to 20 inclusive, 1937. John 
T. Bartlett, secretary, 637 Pine St., 
Boulder Colo. 


Nebraska Retail Hardware Associa- 
tion 36th annual convention and exposi- 
tion, Omaha, Neb., Feb. 2 to 4, inclu- 
sive, 1937. Exposition: Omaha Munici- 
pal Auditorium. Headquarters: Paxton 
Hotel. Edward C. Hermanson, secre- 
tary, 325 Insurance Bldg., Lincoln, Neb. 


New England Hardware Dealers As- 
sociation, 44th annual convention and 
exhibition, Hotel Statler, Boston, Mass., 
March 10 to 12 inclusive, 1937. Guy 
C. Small, secretary, Room 225, 140 Fed- 
eral St., Boston. 


New York China, Glass & Housewares 
Show, sponsored by New York House- 
wares Manufacturers Association, Hotel 
Pennsylvania, New York City, Jan. 24- 
30 inclusive, 1937. Mrs. Flo English, 
secretary, Room 1108, Hotel Pennsyl- 
vania, New York. 


New York Retail Hardware Associa- 
tion, annual convention and exposition, 
Rochester, N. Y., Feb. 9 to 11, inclusive. 
1937. Exposition: National Guard 
Armory, E. Main St. Headquarters: 
Hotel Seneca. John B. Foley, secretary, 
Hills Bldg., Syracuse, N. Y. 


North Dakota Retgil Hardware Asso- 
ciation, 41st annual convention and ex- 
hibit, Minot, N. D. Headquarters: Le- 
land-Parker Hotel. Exhibit: Minot 
Armory Feb. 16 to 18 inclusive, 1937. 
Louise J. Thompson, secretary, 21 Clif- 
ford Bldg., Grand Forks N. D. 


North Coast Hardware and Imple- 
ment Association, annual convention, 
Multnomah Hotel, Portland, Ore., Feb. 
10 and 11, 1937. Theo. S. Cov, secre- 
tary, Olympic Hotel, Seattle, Wash. 


Ohio Hardware Association, 43rd an- 
nual convention and exhibition, Colum- 
bus, Ohio, Feb. 16 to 19 inclusive, 1937. 
Headquarters: Deshler-Wallick Hotel. 
Exhibition: Columbus Auditorium. John 
B. Conklin, secretary, 175 S. High St., 
Columbus. 


Oklahoma Hardware and Implement 
Association, 34th annual convention and 
exhibit, Masonic Temple, Oklahoma 
City, Okla., Feb. 2 to 4, inclusive, 1937. 
Charles F. Nelson, secretary, 301 Key 
Bldg., Oklahoma City. 

Pacific Northwest Hardware & Imple- 
ment Association, 32nd annual conven- 
tion and exhibition, Spokane, Wash., 


Feb. 8 or 9 to 11, inclusive, 1937. Head- 
quarters: Davenport Hotel. Exhibition 
and business sessions: Armory. Dale 
Strong, secretary, 523 Realty Bldg.. 
Spokane, Wash. 


Panhandle Hardware and Implemen! 
Association, 28th annual convention, 
Herring Hotel, Amarillo, Texas, Feb. 8 
and 9, 1937. C. L. Thompson. secretary, 
Canyon, Texas. 


The Pennsylvania & Atlantic Sea- 
board Hardware Association, Inc., an- 
nual convention and exhibition, Pitts- 
burgh, Pa. Feb. 22 to 26 inclusive, 1937 
Headquarters business sessions and ex 
hibition: William Penn Hotel. W. 
Glenn Pearce managing director, 400 N. 
Broad St., Philadelphia, Pa. 


Southern Hardware Jobbers’ Associa- 
tion, 47th annual convention jointly 
held with American Hardware Manu- 
facturers’ Association, 74th semi-annual 
convention, Hotel Roosevelt, New Or- 
leans, La., April 19 to 22, inclusive, 
1937. Secretary Manufacturers’ Assn.: 
Chas. F. Rockwell, 342 Madison Ave., 
New York City. Secretary Jobbers’ 
Assn.: T. W. McAllister, 1020 Grant 
Bldg., Atlanta, Ga. 


Southeastern Retail Hardware and 
Implement Association, 23rd annual 
convention and exposition, City Audi- 
torium, Atlanta, Ga., Feb. 9 to 11, in- 
clusive, 1937. H. M. Simmons, secre- 
tary, 922 Atlanta National Bank Bldg., 
Atlanta. 


Texas Hardware and Implement As- 
sociation, 39th annual convention and 
exhibit, Baker Hotel, Dallas, Tex., Jan. 
26 to 28, inclusive, 1937. Dan C. 
Scoates, secretary, College Station, Tex. 


Virginia Retail Hardware Associa- 
tion, annual convention, John Marshall 
Hotel, Richmond, Va., Feb. 16 and 17, 
1937. R. A. Frayser, acting secretary, 
602 East Broad St., Richmond. 


South Dakota Retail Hardware Asso- 
ciation, annual convention, Sioux Falls, 
S. D., Jan. 19-21, 1937. Headquarters: 
Sioux Falls Coliseum. C. J. Chris- 
topher, manager-treasurer, Nicollet and 
Twenty-fourth St., Minneapolis, Minn. 


The Western Retail Implement & 
Hardware Association, Forty-eighth an- 
nual convention and exhibition, Kansas 
City, Mo, Jan. 19-21, inclusive, 1937. 
Sessions and exposition: New Municipal 
Auditorium. Herbert J. Hodge, secre- 
tary-treasurer, Abilene, Kan. 


Wisconsin Retail Hardware Associa- 
tion, forty-first annual convention and 
exhibit, Auditorium, Milwaukee, Wis., 
Feb. 2 to 5, inclusive, 1937. George W. 
Kornely, exhibit manager, 3374 N. 
Green Bay Ave., Milwaukee. H. A. 
Lewis, executive secretary, Stevens 
Point, Wis. 


West Virginia Hardware Association, 
annual convention, Fairmont Hotel, 
Fairmont, W. Va., Feb. 11 and 12, 1937. 
H. B. Clower, secretary, Box 127, Oak 
Hill, W. Va. 
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Wing 
BETHANILEL FENLE 
make wa vablant hit 


BRIGHT, LUSTROUS APPEARANCE 


The bethanized coating has a shiny lustre that gives each bale 
of bethanized fence the high sales appeal of attractive looking 
merchandise. The first impression of quality given by its looks 
makes the prospect receptive to the story A gabe superiority. 














ZINC COAT IS FLAWLESS, EVEN AT WRAPS 


Every farmer knows that fence starts to rust first at the wrap 
joints. He will see for himself that there is no chance for rust 
to start at those places on bethanized fence. The coating is as 
flawless at the joints as on the unbent wire. This is because 
the electrically-applied bethanized coating is so ductile and 
tightly-bonded as to be practically part of the wire itself. 











NO THIN SPOTS IN COATING TO SHORTEN LIFE 


Though it is not so easy to show that the bethanized coating 
is absolutely uniform in thickness, consideration of the way it 
is built up, by the flow of electricity as the wire passes through 
a solution, will convince a prospect that the coating can’t help 
but be uniform. This means full protective value for the 
amount of zinc carried. 





99.99%-PURE ZINC PRACTICALLY IMMUNE TO WEATHER 


The most important of all the features of bethanized fence is 
the extreme purity of the zinc in the coating — 99.99 per cent 
pure. Pure zinc is but slightly affected by weather, impurities 
in ordinary coatings undermine their resistance to the ele- 
ments. Literature on bethanized fence describes a simple test 
that proves this point convincingly. 














Bethanized fence, with these features _—_ Bethanized fence is made in the following 
placing it far ahead of all other fence, and three styles: 


selling at the same price brings an unusual 

opportunity to get the jump on competition. BETHANIZED FARM FENCE 
All bethanized fence is woven from wire BETHANIZED POULTRY AND 
made of true copper-bearing steel, contain- CHICK FENCE 


ing from 0.20 to 0.30 per cent copper. BETHANIZED LAWN FENCE 





BETHLEHEM STEEL COMPANY 


GENERAL OFFICES: BETHLEHEM, PA. 














Price advances of $1 to $4 a 
ton on semi-finished and finished 
steel and $1 a ton on pig iron, which 
had been expected by buyers, were 
announced on November 23 and 24 
and were preceded by an increased 
volume of anticipatory buying, re- 
sulting in a slight bulge in steel 
plant operations in some districts 
and an average for the country as 
a whole of 74% per cent, up a half 
point fnom the previous week, ac- 
cording to the current market sum- 
mary of The Iron Age. Indications 
point to a heavy volume of steel buy- 
ing within the next few days that 
will sustain ingot output at its pres- 
ent rate, or higher, until the end of 
December. 

The official announcement of the 
Carnegie-Illinois Steel Corp., which 
initiated the steel price advances, 
was issued late November 23 and 
was followed tne next day by state- 
ments that other steel companies 
would adopt the same quotations. 
Buyers were given only until the last 
day of November to enter orders at 
present prices for December ship- 
ment, the new prices for the first 
quarter going into effect December 
1. In pig iron the price advances 
take effect immediately. 

It is the intention of the steel mills 
to take only as much business at 
current prices as can be rolled and 
shipped during December, but it is 
quite possible that the volume of 
buying may necessitate the carry- 
over of some of the lower-priced 
tonnage into January. However, the 
higher operating costs of the steel 
companies will make them more ex- 
acting in restricting purchases than 
they have usually been at the time of 
a price advance. 

The principal price advances are 
as follows: Forging quality semi- 
finished, $1; rerolling quality, $2; 
alloy billets, $4; bars, shapes, plates 
and sheet piling, $3; cold-finished 
steel bars, $4; hot-rolled strip, tin 
mill black plate and all grades of 
sheets, except vitreous enameling, 
$4; vitreous enameling, $3; rails, 
from $36.375 to $39; tie plates, $2; 
wire rods, $3; bright wire, $2; 
spring wire, 3; nails, $4, and other 
wire products, $2 to $4. 

No price has been announced on 
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ADVANCES BECOMING EFFECTIVE 
Finished and Semi-Finished Steel 


Pig Iron, Lead 
Zinc, Rubber 


Dickson and Deniston Lead 


Headed Roofing Nails 
Dry White Lead 


Continental Screen Doors, Windows, etc. 
Dieckmann Conductor Elbows, etc. 

Some Linoleum Binding, etc. 

Some Leetonia Miners’ Tools 


Portable Platform Scales 

Rubber Covered Steel Gas Tubing 

Twin-Float Brooders and Heaters 

Elkay Sinks, etc. Pump Rod 
Wolverine Linoleum and Rubber Cements 


Machined Cotton Waste Oakum 


Imperial Mops 


XX Grade Corks 


Allsteel Lawn Hose Clamps 
Certain Copper and Brass Products 
Hood Rubberized Work Gloves * 


DECLINES BECOMING EFFECTIVE 


Mazda Projection Lamps 


ADVANCES ANTICIPATED 


Steel Products 


Nickel Silver Flatware 


Window Glass 


Galv. Gutter and Downspout 


Bathroom Scales 


cold-rolled strip, on which prices 
may be $5 to $6 a ton higher. Skelp 
and reinforcing bars have not been 
mentioned in price announcements, 
but there may be advances on these 
products. Tin plate was covered by 
an adjustment recently which leaves 
the net price nominally unchanged. 





Heavy Forged Tools 


An important product on which no 
advance is likely is pipe, the un- 
satisfactory resale situation in some 
jobbing centers making it appear 
difficult to establish a higher price 
level at this time. 

While steel companies will not be 
able to accept much business in 
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sheets for December shipment, there 
are open schedules in most other 
products, but it is expected tnat they 
will very quickly be filled up. In 
addition to the requirements of 
manufacturing consumers and job- 
bers, there is overhanging the mar- 
ket a substantial tonnage of steel 
for specific projects, such as build- 
ings, bridges, subways, dams, rail- 
road cars and locomotives, on which 
price protection good for 60 days 
can be obtained from the mills. 

The automotive industry has been 
ordering more freely the past week 
and a larger number of active proj- 
ects in the construction field are in 
the market. The immediate effec- 
tiveness of pig iron price increases 
raises The Iron Age pig iron com- 
posite $1 a ton to $19.75, highest 
since December, 1926. Composite 
prices of finished steel and scrap 
are unchanged. 


* + 


Steel bars, wire rods and 
manufacturers’ wire, which under- 
lie so many finished hardware prod- 
ucts, are scheduled for very early 
announcement of increase. Lead- 
ing makers of bolts, and_ nuts, 
welded chain, screw products, spring 
cotters, and almost all staple lines 
which lie close to steel, are warning 
their customers of advances in these 
goods which must certainly follow 
the steel and labor rise. 


* + 


The price of lead reached a 
new high since October, 1930, on 
November 16, when two leading pro- 
ducers quoted the metal for New 
York delivery at 5.20 to 5.25 cents 
a pound wholesale and 5.05 cents a 
pound at East St. Louis. The ad- 
vance was the sixth consecutive 
boost of 0.10 cents per pound since 
October 26, prior to which lead had 
seen several months of comparative 
steadiness. Zinc prices have been 
raised recently twenty cents per 100 
pounds. Following the lead changes, 
advances were issued on lead headed 
roofing nails of both the Dickson 
and Deniston brands. Deniston 
prices are up 25 cents per keg, ef- 
fective November 20, and Dickson 
prices were advanced twice, on a 
quantity schedule which shows 
sharp advances on small lot orders. 
Manufacturers of dry white lead ad- 
vanced the quotation on November 
10 one-quarter cent per pound to 7 
cents, in barrels of 600 pounds. This 
was the first change since January 
1, 1934. 


. 3 @¢@ 


A third advance on copper 
eaves trough, conductor pipe, and 


58 


fittings was issued November 14, 
with LCL dealers discount now at 
41 per cent in crate lots, compared 
to 45 per cent earlier in the year. 
Makers of galvanized steel gutter 
and downspout are also expecting 
further advances, following the 
small increase recently made for this 


quarter. 
* ” * 


Spring orders are _ being 
placed heavily for wire screen cloth, 
poultry netting and hardware cloth, 
on which opening quotations were 
established a few weeks ago. Prices 
were held very close te recent com- 
petitive levels, and are considered so 
favorable by the trade, that there 
is very little tendency to hold off 
buying. 

* & # 

Continental Screen Company 
issued about November 20 their 
early 1937 prices on screen doors, 
combination doors, and on full-size 
and adjustable window screens. Most 
items are advanced over the 1936 
schedules, with increases ranging 
from one to eight per cent on 
screens, and about four per cent on 
doors. New territorial catalogs 
show improved and simplified as- 
sortments, and Continental distribu- 
tors, as usual, will benefit from the 
company’s widespread collective car 
shipments early in 1937. A saving 
of as much as 10 per cent is offered 
by the jobbers on early orders which 
may be included in the pool car 


assemblies. 
* * * 


The Ferdinand Dieckmann 
Co. have advanced prices on con- 
ductor elbows and shoes, effective 
November 21. The dealer discount 
on 28 gauge galvanized is now 55 
per cent, formerly 60 per cent, and 
on 26 gauge 45 per cent instead of 
50 per cent. Sixteen-ounce copper 
elbows are priced at 45 per cent, 
formerly 50 per cent. 


* * x 


Some makers of metal lino- 
leum binding and edging have made 
a slight advance in their quotations. 


> &.; 2 


Window glass manufacturers 
have advised their trade, November 
16, that after that date orders “if 
and when accepted” will be billed 
at prices prevailing on date of ship- 
ment. The strike situation, which 
has tied up the leading producer, 
has made it very difficult for other 
plants to keep up with the demand, 
and deliveries are running as much 
as four weeks behind. As a hedge, 
distributors in various centers are 





advancing their LCL prices. For 
example, Chicago glass jobbers have 
raised the price of “A” quality win- 
dow glass from 87 to 86 per cent, 
and “B” quality from 88 to 87 per 
cent. Demand is currently reported 
to be running 20 to 25 per cent 


ahead of last fall. If the glass in- 
dustry follows the steel mills in rais- 
ing wages, higher prices are to be 
expected and would not be difficult 
to obtain with the present rate of 
consumption. 
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Some makers of popular-priced 
silver-plated ware have withdrawn 
all quotations, and will quote ad- 
vanced figures, on application, Dia- 
mond Silver Company, for example, 
states November 14: “Today’s quo- 
tations on metals and other supplies 
used in the manufacture of flatware, 
as well as the materials used for 
packing and shipping of these goods, 
have advanced to the point where it 
becomes necessary for us to advance 
prices on all nickel silver flatware.” 
All-stainless, as well as_ nickel 
plated, chrome plated, and silver 
plated steel flatware are for the pres- 
ent unchanged. 
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Portable platform scales have 
been advanced about $2.00 each, 
or approximately 10 per cent. Job- 
bers are advised that higher costs 
on “personal” or bathroom scales 
will probably necessitate increased 
prices after the holidays. 


* %*& 


Leetonia Tool Company, 
makers of miners’ tools, on Novem- 
ber 14 advanced list prices on slate 
and spike bars $1.25 per dozen. List 
prices on copper miners’ needles are 
up and lists of copper tipped tamp 
drills and all tampers and scrapers 
were advanced 75 cents. The com- 
pany states: “If costs continue to 
rise, to enable us to remain in busi- 
ness a general price advance on all 
items we manufacture will have to 
be made in the very near future.” 
Makers of heavy forged tools, such 
as picks, mattocks, crowbars and 
wedges are preparing new price 
sheets, for early issue, which are 
expected to show substantial in- 


creases. 
x 2 = 


Rubber-covered steel gas tub- 
ing has advanced from five to twenty 
per cent, with the greater mark-up 
on the shorter lengths. Copper tub- 
ing is up one-half cent per foot, the 
second advance within ten days. 
There has also been a general ad- 
vance of from five to ten per cent 
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THE WORLD’S 2 TALLEST HOTELS 
ARE ABOUT THE SAME HEIGHT... 


OTOP ROLLY 
ae SSO ONE OF THE ) et 
“Ws worLp’s 2 
STOPPING IN NEW YORK V TALLEST HOTELS 
THIS TRIP, BILL? --- THEY'RE BOTH 
THERE 
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‘ 1o«l ®—aal : 
World’s Tallest Hotel Second Tallest Hotel 
The Waldorf-Astoria « N.Y.C. The Sherry-Netherland « N.Y.C. 
: 625 ft. 620 ft. 





but the WORLD'S BIGGEST MAGAZINE 


is double the size of the second biggest! 





ONCENTRATING 87% of its nearly 6,000,000 weekly 
3 circulation in the bfggest buying areas in the 
nation, The American Weekly proves itself the great- 
est single selling support any retailer can have whose 
merchandise consists of the everyday necessities and 
luxuries of life. 


There are 3,074 counties in the country, 624 of 
which contain all cities of 10,000 or more population. 
81% of all retail sales are made in these counties by 
68 % of all the country’s families. In these 624 counties 
87% of The American 
Weekly’s circulation goes 
into the buying homes 
every week! 

The nearly 6,000,000 
circulation of The Ameri- 
can Weekly is double that 









The 
AMERICAN 
WEEKLY 






Circulation 
in the World 





a 











NEARLY NEAREST 
6,000,000 COMPETITOR 
CIRCULATION CIRCULATION Main Office: 






of any other magazine—by far the world’s mightiest 
selling force. And this sales-building support is given 
retailers by manufacturers who use its advertising 
columns to reach the world’s richest market! 


What The American Weekly is 


The American Weekly is the largest magazine in the 
world. It is distributed through the great Hearst Sunday 
Newspapers. In 627 of America’s 995 towns and cities of 
10,000 population and over, The American Weekly concen- 
trates 67% of its circulation. 


In each of 174 cities, it reaches better than 
one out of every two families 


In 144 more cities, 40 to 50% of the families 
In an additional 134 cities, 30 to 40%" 
In another 175 cities, 20 to 30% 


. .. and, in addition, more than 2,000,000 families in thou- 
sands of other communities, large and small, regularly buy 


and read The American Weekly. 






**The National Magazine with Local Influence’’ 
: 959 Eighth Avenue, New York City 
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on finished brass goods, including 
faucets, traps and supplies. Pump 
rod has been increased ten cents per 
100 pounds. 


* + 


H. M. Sheer Co. have an- 
nounced an increase on their Sol-Hot 
Twin-Float Brooders, effective De- 
cember 1, of $1.00 list each, retail, 
on the four larger sizes, with no 
change on the two smaller items. 
Twin-Float Heaters only, all items, 
will advance $1.00 list each. The 
dealer discount of 331/3 per cent 
f.o.b. factory continues unchanged. 
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Kinkead Industries put out a 
price change on November 16, ad- 
vancing Wolverine linoleum paste 
and waterproof or rubber tire ce- 
ment. 

* a * 


Elkay Manufacturing Co. 
have issued a new price sheet, No- 
vember 16, on cabinet sinks, cabinet 
tops, sink bowls, and kitchen and 
pantry sinks. Both lists and dis- 
counts have been increased, with 
net advances due to increases in 
material and labor costs. All sales 
are now made f.o.b. factory. Prices 
on scullery sinks and shower bath 
cabinets have not been changed. 


+ + 


Further price reductions on 
several MAZDA projection lamps 
used in portable motion picture pro- 
jectors have been announced by the 
General Electric Company’s Incan- 
descent Lamp Department, Nela 
Park, Cleveland, Ohio. The new 
prices average fully 10 per cent be- 
low previous prices for these lamps 
and 25 per cent below their prices 
when they were first introduced. The 
lamps and classes of service affected 
include the following: the standard- 
voltage 100-watt and 200-watt T-8 
bulb lamps with bayonet base, for 
8-mm. and slide-film projectors; the 
standard-voltage 400-watt and 500- 
watt T-10 bulb and 750-watt T-12 
bulb biplane-filament lamps with 
medium base, for 16-mm. projec- 
tors; and the standard-voltage 1000- 
watt short T-20 bulb biplane-fila- 
ment lamp with medium base, for 
35-mm. projectors. 


* + 


Machined cotton waste, both 
white and colored, has been raised 
one and one-quarter cents per 
pound, effective November 14. Oak- 
um has taken its second advance, 
being increased 10 per cent. An ad- 
vance on Imperial mops was put out 
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November 11 by the Cotton Spe- 
cialty Co. 
* * # 


Hood Rubber Company, Inc., 
issued notice on November 16 that, 
owing to increased costs, it is neces- 
sary to slightly advance the prices 
of their rubberized work gloves, ef- 
fective November 20. 


* * 


Alsteel Manufacturing Com- 
pany, on November 12, announced 
an advance in prices of lawn hose 
clamps to be in effect after Janu- 
ary 1, but soliciting orders now for 
future shipment with May 1 dating 
at the old prices. 


* * 


Copper and brass, with their 
manufactures, are firm at their 
higher prices, with two exceptions, 
and are selling freely. Weather- 
proof copper wire has reacted about 
one-half cent in some markets, due 
to competition. Tubular brass rivets 
are held down by a price-war, to a 
wide difference below their nominal 
market. Copper belt rivets and 
burrs, on the other hand, are main- 
tained steadily at prices which are 
now up five cents per pound from 
this year’s lows. 


=  @ 


Prices on XX grade corks 
have advanced about 10 per cent. 
For the past several months, prices 
of corkwood in Europe have been 
increasing rapidly, due to the war 
in Spain and a very small crop in 
Portugal. This has not only meant 
increased prices, but has created a 
shortage of some grade and cali- 
bers. Manufacturers maintained old 
prices of corks as long as possible, 
but have now to increase their prices 
in line with increased costs. 


ee * @ 


Rubber prices crossed the 
18 cent level on November 17 in a 
broad upward move. Buying was 
for use the balance of this year and 
for deliveries next year. This is a 
new recovery high for rubber, rub- 
ber prices having advanced almost 
2 cents per pound since prices broke 
through the resistance level of 1644 
which had prevailed for almost six 
months. 

* * * 


Jobbers are kept busy posting 
their changing price records, enter- 
ing final orders, where permitted, at 
the old costs, and sending out their 
own new selling prices to their sales- 
men and trade. As in all such wide- 


spread movements, the actual 
changes reach the retailer much 
more slowly and moderately than 
they reach the jobber. In like man- 
ner, the retail merchant does not al- 
ways pass along the increase at 
once to his customer. Manufactur- 
ers are urging their trade to definite- 
ly expect and plan for higher mar- 
kets, and for some scarcity of 
merchandise, and to base their re- 
sales promptly on their new and 
higher costs. 


* * 


Some moves in price have 
been so rapid that following them 
has been difficult. This has been 
true of lead and lead products, for 
example, and for a while was true 
of tin. It is likely that considerable 
selling of a staple like solder was 
therefore done, second and _third- 
hand, for prices at which the sell- 
er’s stock could not be replaced. It 
is a wise merchant who will read 
closely his trade journals, and will 
otherwise keep advised of current 
market changes, keeping his mar- 
gins of mark-up safe until the pres- 
ent bulge in prices has leveled off. 
The wholesale index of all commod- 
ity prices, compiled by the Bureau 
of Labor Statistics, advanced 0.9 per 
cent in the week ended November 
14, to reach the highest level in six 
years. It now stands at 82 per cent 
of the 1926 average, and two per 
cent above last November. 


* * 


Retail hardware selling is 
moving at the most rapid pace of 
the year, and the trend toward lux- 
ury items and better qualities, often 
mentioned recently, is gaining force. 
Holiday shoppers were almost 
earlier, this fall, than the stores were 
ready for them, and the response to 
early displays and advertising of 
Christmas merchandise has been im- 
mediate. All estimates of the prob- 
able volume for this month and next 
are based on nothing less than 1929 
standards, and, considering today’s 
cheaper prices, 1929 very easily may 
be surpassed in item totals. 


* + 


Of course, higher wages, 
higher prices, and better spending 
are affecting, and will further affect, 
the cost of living. Heretofore this 
cost rise has found the farmer its 
chief beneficiary, and his better situ- 
ation had some months ago raised 
the foodstuff and the clothing bills 
of the city man and the factory 
worker. Now the farmer will find 
himself caught in the upward spiral, 

(Continued on page 80) 
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Sales Helps that Help you Increase 
YOUR ROOFING BUSINESS 


























Here in one complete 16-page folder are actual samples and 
representations of the comprehensive product literature Barrett 
supplies its roofing dealers. Included are beautiful, full-color 
folders on Barrett Shingles, Roll Roofings and Sidings, an assort- 
ment of attractive letterheads for dealer use, blotters, post- 
cards, envelope stuffers... the kind of material dealers find 
unusually helpful in promoting sales. 

Barrett’s product literature folder is typical of the complete- 
ness of Barrett’s “5S out of 10 Profit Plan” which is the talk 
of the industry. Other folders present result-getting direct mail 
campaigns, the Barrett Farm Building Plan Service, newspaper 
advertising, telephone solicitation service, sound-slide film pres- 
entations .. . all the selling tools you need to cash in on today’s 


unmatched opportunity to sell roofs. ROOFINGS 
THE BARRETT COMPANY 


40 Rector Street, New York, N. Y. 
2800 So. Sacramento Ave., Chicago, III. Birmingham, Alabama 
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SIMMONS 
NEW MODEL 
HARDWARE 
STORE 





AN inspiration to its dealer- 
customers and as a labora- 
tory for testing display and stock 
ideas, this is the new model hard- 
ware store developed by Sim- 
mons Hardware Co., St. Louis, Mo. 
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A cVESSAGE 
TO FRIGIDAIRE DEALERS 


AND SALESMEN 


DEEP SENSE of appreciation prompts 
cA us to address this public message to 
the Frigidaire Selling Organization : 

In 1936, you achieved the greatest sales 
success in the entire history of the refrig- 
eration industry. 

During the first six months, you sold 
more Frigidaires than during the entire 
year of 1935, or any other year. 

And your rapid pace never slackened. 
Week after week, month after month, 
right through the year, you continued to 
pile up new selling records. 

A few short months ago, we were proud 
that Frigidaire had sold one and one-quarter 
million more mechanical refrigerators than 
any other manufacturer. But now, because 
of your untiring efforts, Frigidaire can 
point: with even greater pride to a margin 
of leadership of over one and one-half 
million refrigerators. 

We helped you, of course. We gave you 
the Frigidaire with the Meter-Miser, a 
product conceived, designed and built with 
a single unwavering aim—to meet a// five 
standards for refrigerator buying. We gave 
you carefully-prepared **Buy on Proof”’ 


seliing plans, specially geared to the mar- 
keting problems of all three major selling 
seasons. We gave you the backing of 
dynamic, sales-compelling advertising. 

But to all these ingredients of success 
you added one that was most important 
of all... one that is the essence of a win- 
ning campaign: Your Own Resourceful 
and Aggressive Activity. 

Together, we have fulfilled the promise 
“Y ou can do better with Frigidaire in 1936” 

We are working now to make 1937 
a greater year for Frigidaire Selling Men. 
Soon you will have new and more salable 
products, featuring a revolutionary improve- 
ment that will be the talk of the industry and 
instantly capture the imagination of the buying 
public. Backing up these amazing products 
will be a new, forceful sales and advertis- 
ing program, to help you harvest, once 
again, an even larger volume of sales and 
earnings with Frigidaire. 

Together, we have fulfilled the promise 
“You can do better with Frigidaire in 1936” 
The opportunity and the means are now 
at hand to fulfill another promise: ‘“You 
will do sil] better with Frigidaire in 1937.’’ 


FRIGIDAIRE DIVISION 


General Motors Sales Corporation 


Dayton, Ohio 
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for Retail 


New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims—New Packages 
—New Colors—New Deals— 
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Hardware Stores 


Mirro Stacking Pans 





Have wide flat satin finish bottom 
and are designed especially for modern 
ranges. Flat, rimmed covers with re- 
cessed knobs permit stacking one on 
top of the other for either oven or top- 
of-range use. Round pans have self- 
basting Vapor-Seal covers and come 
in two, three and four quart sizes. 
Economy Twin Pans are designed for 
side by side or stacked used and each 
pan holds two quarts. Aluminum 
Goods Mfg. Co., Manitowoc, Wis. 





Vacuum Dekantor Sets 





Universal—consists of dekantor with 
black ground glass stopper, 10 inch 
round tray to match and one 5 oz. 
black footed glass. Available in full 
chromium plate and choice of five at- 
tractive colors trimmed with non-tarn- 
ishing chromium diamond luster finish. 
Dekantors are made of brass and have 
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a pint and a half capacity; overall 
height, 10% in. Colored enamel de- 
kantors have chromium plated bases 
and necks. Colored enameled trays 
have chromium plated rims. List price, 
complete set, all finishes, $13.95; de- 
kantors only all finishes, $10.95. 
Landers, Frary & Clark, New Britain, 
Conn. 


Plastic Wood Display 
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This carton holds twelve tubes and is 
colorful and unique in design. The 
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new individual tube carton is designed 
to give a selling story and harmonize 
with the display carton. The A. S. 
Boyle Co., 1934 Dana Ave., Cincinnati, 
Ohio. 





Sherwood Utility Tray 





Suitable for dinner service or cock- 
tail tray. It is designed in a combina- 
tion of glossy polished chrome and 
waxed walnut—walnut handles serrated 
in a modern pattern. Tray is equip- 
ped with low, non-scratch feet. Size, 
8% x 17% inches. The Everedy Co., 
Frederick, Md. 





Repackaged Paint Line 





Complete line of The Lowe Brothers 
paints, enamels, and varnishes has been 
dressed up in new labels of modern 
design. One basic design unifies the 
entire line yet the various product 
labels differ through the use of in- 
dividual color combinations. This has 
heightened the display value of the 
new packages, as there is a definite 


color relationship for each label, which 
carries through the entire line, group- 
ings of the products make attractive 
window and interior displays. The 
Lowe Brothers trade-mark has also 
been simplified to provide direct and 
forceful readability. The Lowe Broth- 
ers Co., Dayton, Ohio. 
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TONCAN IRBs 
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@ Most every man seeks the most for his money— 
he appreciates value. Likewise, most everyone 
who has used Toncan Iron Pipe continues to 


use it because it offers real pipe value. 


This alloy of refined open-hearth iron, copper and 
molybdenum affords the greatest rust-resistance of 
any ferrous material in its price class. Hence, it lasts 
years longer under service conditions that hasten 
failure in less resistant pipe. It reduces replacement 
cost and, through the savings effected, repays the 
user many times over the extra price he paid for it. 


Every hardware dealer has customers who are 
looking for a better-than-ordinary pipe. If you 
stock Toncan Iron Pipe, you can recommend to 
these customers the same pipe that is being suc- 
cessfully used in power plants, chemical plants, 
oil refineries, aboard ship and in other fields where 
corrosion is severe—with every assurance that com- 
plete satisfaction will result in a repeat-business 
customer. Write for complete jobber information. 


Republic offers a complete line of pipe 
to the hardware trade—steel, copper- 
bearing steel and rust-resisting Toncan 
Copper Molybdenum Iron in black 
and galvanized finishes. Write for com- 
plete detailed information. 





COPPER 
MO-LYB-DEN-UM 


IRON PIPE 










It pays to stock the complete line 
" ; of Republic Steel products—steel, 

-- ret copper- bearing steel and Toncan 
) \ f ( ) \ : Iron flat and corrugated sheets, 


Sptioice 


C O tee GO 

‘ l also rolled and formed roofing; 
woven wire fencing; barbed 

GENE'RAI O I “ t wire; poultry netting; fence posts; 

bolts, nuts and rivets; wire nails 

and staples. Write for details. 


t 


When writing Republic Steel Corporation (or Steel & Tubes, Inc.) for further information, please address Department HA 
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Motor-Glide 





Fiils a need not served by bicycle, 
motorcycle or automobile. Can _ be 
operated by men, women, boys and 
girls. Gas tank capacity, % gal. One 
gallon of gas said to be sufficient for 
125 miles of travel. Motor-Glide is 
easy to operate and takes but a few 
minutes’ practice to learn to ride. It 


is complete, with brake, throttle, horn, 


headlight, tail light and parking stand. 
Two can ride tandem. Construction 
provides safety for operator. Will do 
from walking speed to 35 m.p.h. Ex- 
posed metal parts are chromium plated. 
Available in high gloss jade green and 
Chinese red with attractive cream trim 
and wheels standard colors. Retail 
price on DeLuxe model $155; on Aero 
model, $119.50. Dealer discount, from 
25 to 30 per cent. Salsbury Corp., 
1515 E. 75th St., Los Angeles, Cal. 


Lock Ring Plier 





No. B21 is designed especially to 
spread snap lock ring and horseshoe 
type of brake key when removing from 
brakes, transmissions, differentials, 
pedal, clutch and fan pulley shafts 
assemblies. It is drop-forged of 
chrome-alloy steel, chrome plated, 
buffed to high lustre. Measures 8 in. 
overall. Outside of jaws are toothed to 
prevent slipping. Designed to spread 
lock ring washers up to 1% in. in 
diameter. Bonney Forge & Tool Works, 
Allentown, Pa. 





Stanley Window Trim 





The cardboard banner “Headquar- 
ters for Good Tools,” and the colorful 
60 x 48 inch display background with 
pedestals attached is free with order 
for Stanley tools or one or more of the 
sales tested merchandise displays, which 
can be seen in the foreground of the 
window display. In addition to the 
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large display and the smaller individual 
display, the Stanley sales tested mer- 
chandising program includes consumer 
folders and booklets, and other valu- 
able sales helps. Complete information 
on the program available from Stanley 
Tools, New Britain, Conn. 


Portable Radio 





Freed-Eisemann, Model FE-33 is a 
three-tube set with dynamic speaker. 
Uses the new 25A7 dual purpose tube. 
Width of set, 7% in.; depth, 5 in.; 
height, 644 in.; weight, 4% lbs. Oper- 
ates on 110 volts A.C. or D.C. current. 
Cabinet is covered with basket weave 
grain fabrikoid and is available in 
either tan, blue, red, brown and green. 
Wave length, 200-250 meters. Sug- 
gested retail selling price, $9.95. Freed 
Mfg. Co. 44 W. 18th St.. New York 
City. 


Fine Bitniinater 











For gas ranges. Eliminates stove 
pipes. Maker states it catches all dirt 
and grease coming from oven by 
means of a ball of steel wool contained 
in the inside metal basket; insures even 
oven temperature regardless of weather 
conditions, and reduces moisture in 
kitchen. Made with porcelain top and 
metal base and finished in several at- 
tractive color combinations. Flue 
Eliminator Co., 1441 Jackson Ave., 
Toledo, Ohio. 


Universal Xmas Display 





Consists of a five-piece set of display 
cards depicting attractive Yuletide 
scenes in eight eye-catching colors. 
Available free with orders for Univer- 
sal appliances totalling a minimum of 
$100 at retail prices or the display may 
be purchased outright for $2.50, trans- 
portation charges prepaid. Landers, 
Frary & Clark, New Britain, Conn. 
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New Myers Catalog 


This 1937 edition of the Myers cata- 
log on pumps, water systems, hay un- 
loading tools, door hangers, hay rack 
clamps and store ladders is an attractive 
presentation of the company’s entire 
line. The catalog has been revised 
and brought up-to-date and includes 
the developments and improvements in 
the line, new goods, price adjustments, 
necessary changes and corrections, and 
other general information for the 
proper presentation of the products. 
The catalog has been printed in a 
larger size, permitting the use of larger 


type and more complete descriptive 
material. Of 367 pages, this profusely 
illustrated volume, No. 69, is available 
from The F. E. Myers & Bro. Co., 
Ashland, Ohio. 


Pipe Clamps 





For stopping leaks in steam, hot 
water or vapor pipe going back into 
service, or when frost splits or bursts 
exposed pipes. These clamps have 
been redesigned so as to take care 
adequately of the higher pressure in 
present-day pipe lines. The company 
states that new specifications for these 
clamps require a metal of higher ten- 
sile strength, uniform density and hard- 
ness, which has been adopted for its 
product. New testing equipment has 
also been installed to test every clamp 
under a pressure of 3,000 Ibs. M. B. 
Skinner Co., 3620 W. Sample St., South 
Bend, Ind. 


Electric Control Clock 





Provides automatic control of elec- 
trical circuits and operates without 
winding or regulating and may be 
quickly set on variable schedules with- 
out use of tools. Made of non-corrosive 
materials, including heavy clock brass, 
stainless steel and moulded Bakelite. 
Non-magnetic housing is said to prevent 
distortion of the strong magnetic cur- 
rents, which drive the motor. Counter- 
clockwise second hand indicates proper 
motor operation. Clock has 5,000 watts 
capacity for either single or double 
pole service and is housed in a cad- 
mium plated case with unbreakable 
window. Retail selling price of this 
Little Giant Tork Clock is $15.00. The 
Tork Clock Co., Inc., Mt. Vernon, New 
York. 
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LET THIS 


Silent Salesman 


GO TO WORK 
FOR YOU- 


Here is a tried, tested, and sea- 
soned merchandising veteran of 
the chain field willing to go to 
work for you without a cent of 
pay. 


The HODELL SILENT SALES- 
MAN will start your Chain De- 
partment on the road to real 
profits—it has made as much as 
64% profit for other Dealers 
who have given it a chance. 


The ability of this attractive 
and unique sales display rack 
(conveniently housing an as- 
sortment of HODELL chain on 
reels) to sell 9 out of 10 per- 
sons having use for chain is an 
established fact. 


Order one in today and you'll 
be surprised at the increased 
number of chain sales it will 
make. 


Ask your Jobber or write direct 
to us for complete information. 


The Hodell Chain Company 
3934 COOPER AVE. 


CLEVELAND OHIO 
Established 1886 
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WELDED AND WELDLESS 


GAN ED 


FOR EVERY PURPOSE 





Fibre Screw Anchor 








For holding screws in wood, plaster, 
tile, concrete, brick, stucco, etc. These 
fibre “Scru-Plugs” have a lubricated 
core and are said to hold screws se- 
curely and indefinitely. When apply- 
ing, hole is drilled same size as plug; 
plug pushed into hole, slightly below 
surface, and screw turned home into 
plug. Mounted six plugs and six 
screws on an attractive display card to 
retail at 10c. per card. Available in 
flat and round head styles in three 
sizes. Sydall Products Co., 225 Fifth 
Ave., New York City. 





Flat-Bit Key Machine 





Duplicates all types of flat steel and 
malleable iron or bit keys, making all 
lever, pass and ward cuts. Change 
from the cutting flat to bit keys or 
vice-versa involves only the loosening 
of the wing nuts and lifting the vise 
jaw up to turn them to any side de- 
sired. Machine is operated by placing 
sample key in upper vise jaw and blank 
key in bottom vise jaw. For making 
lever cut, larger cutter and small guide 
are used; for ward and pass cuts, 
square guide and small cutter are used. 
Price of this model 8002, $47.50. F. WV. 
Stewart Mfg. Co., 342 W. Huron St., 
Chicago, Il. 


Allen Lawn Sprinkler 





“Red Arrow”’—of the rotary type 
and operated by means of a simple 
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vibrating mechanism and the angle of 
the diseharge head. Designed for use 
on large lawns, estates, cemeteries, 
parks, golf greens, and fairways, where 
only municipal or average water pres- 
sure is available. It is finished with 
attractive brass head and body in red 
and black. Made for % inch hose 
connection only. Sprinkler shipped 
with one % in. and one 5/32 in. nozzle 
to provide for difference in operating 
pressures. Length is 13 in.; height 
at discharge tip, 10% in. Base is 
8 x 7% in. List per dozen with base, 
$42.00; with roller, $54.00. VW. D. Allen 
Mfg. Co., 566-570 W. Lake St., Chi- 
cago, Ill. 





Radio “B” Batteries 








Include four new models, Nos. 25, 
35, 45 and 55. Features include new 
construction and design; unbreakable 
metal top triple seal; balanced capaci- 
ties, and increased service hours. This 
new Ray-O-Vac line is shown in an 
attractive catalog, illustrated in four 
colors and containing full descriptions 
and_ specifications. Ray-O-Vac Co., 
Madison, Wis. " 


Flasher Display 





For Universal choppers. Display is 
lithographed in 8 colors and equipped 
with a flasher, which when it goes on, 
illuminates the meat entering the hop- 
per and the chopped meat dropping 
into the bowl. Size set up, 22 x 25% 
in. Available free with order for 2 
doz. or more assorted Universal chop- 
pers or it may be purchased separately 
for $2.50 each. Landers, Frary & 
Clark, New Britain, Conn. 
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A GOOD POINT 


for Your Customers! 


Every CROSS Sterilized TACK has a point that is 
straight and true and needle-sharp—made to penetrate 
deeply into hard wood, hold the tack firmly erect. 

Your customers will be able to work safer, better 
and faster with CROSS Sterilized TACKS because 
(1) every tack is washed and steriljzed in boiling solu- 
tions, and blued tacks are blued in high-heat electric 
furnaces; (2) packed clean, true count, no dirt or culls; 
(3) 100% usable, with round shanks and centered heads 
that stay on. 


UPHOLSTERERS * CARPET » CARPET LAYING * COPPER 
WEBBING * GIMP * HIDE * LACE » WIRE CLOTH STAPLES 
BILL POSTERS * DOUBLE POINTED + CLOUT NAILS 


Sold in 


these distinctive boxes 


“O K RED—BLACK—-WHITE 
a 9 

. if they're 

YOUR JOBBER HAS CROSS, OR CAN GET THEM FOR YOU 


W.W.CROSS & CO.INC. EAST JAFFREY, N.H. 
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They withstand ressure, heat and 
moisture where plain greases squeeze 
out, melt out or wash out. They 
don't have to be replaced as fre- 
quently. The saving in material and 
labor, the assurance of better lubri- 
cation for longer periods make the 
use of Dixon's Graphited Greases 
true economy. 

Six consistencies, all water insoluble, 
are available. The lightest con- 
sistency, No. 0, is like heavy oil, the 
stiffest consistency, No. 5, is like 
soft tallow—No's 3 and 5 are most 
generally used. These consistencies 
are retained over a wide range of 
temperature. 

For information about these and 
D'xon's other graphited lubricants, 
ask for Booklet R-40. 


JOSEPH DIXON 
CRUCIBLE CO. 


JERSEY CITY, NEW JERSEY 




























CIRCULAR 


@ 6237 


MAILING LIST 


oO 
WHOLESALE 
HARDWARE 

HOUSES 


Every One Selling Through Hard- 
ware Channels Needs a Copy. 











Indispensable for 


1 Calling on Hardware Jobbers 
2 Your Credit Department 
3 Direct Mail Work 











~ 

It Lists: PRICE 
SHELF HARDWARE JOBBERS 
HEAVY HARDWARE JOBBERS « 
MILL SUPPLIES DISTRIBUTORS 
PLUMBERS’ & TINNERS' SUPPLIES JOBBERS A COPY 
MANUFACTURERS’ AGENTS Remittance 
HARDWARE CHAIN STORES with Order 
HARDWARE ASSOCIATION LISTS 





HARDWARE AGE VERIFIED LIST 


239 W. 39th STREET NEW YORK, N. Y. 
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New “U. S.” Tape Package 





“U. S.” Security friction tape is 
being packaged in a newly designed 
carton and display container in the 
identifying company colors of blue and 
yellow. The display container has been 
re-styled so as to permit the use of a 
higher, larger, and more attractive 
display board. United States Rubber 
Products, Inc., 1790 Broadway, New 
York City. 





Rope Holder and Tightener 





PE 
HOLDERS 














Made of malleable iron and guar- 
anteed against breakage. Designed to 
allow rope to slide either way, without 
binding or wearing. When pressure 
is applied at top, it locks at bottom 
without cutting rope. No knots or 
winding around hooks necessary. 
Guards on sides of fixed part prevent 
rope from slipping out of place, as do 
the horns on top. Line can be dis- 
mantled easily and quickly. “The 
Little Able” retails at 15c. WN. R. 
Fisher, 1264 St. Charles St., Cleveland, 
Ohio. 





Flashlight Screw Driver 


iim 3 


No. 045. Switch in handle provides 
sufficient illumination for working in 





dark places. Handle is of transparent.. 


amber-colored, non-conducting compo- 
sition material, containing two stand- 
ard flashlight batteries and bulb. Blade 
is 3/16 in. in diameter with 2/16 in. 
tip. Blade length, 5 in.; overall length, 
10% in. Bonney Forge & Tool Works, 
Allentown, Pa. 
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Pexto Tool Chest 


SHORT DAYS NOW— 
DISPLAY DIETZ 
LANTERNS 


It's Lantern time now. 
Put Dietz Lanterns on Dis- 
play and let them work 
for your profit in this, 
their best season. Also 
feature Dietz Lanterns 
for emergency use. Soon- 
er or later a Dietz Lan- 
tern will make itself well 











May be mounted on wall or used as 
tool container. Contains 18 items, one 
each: hand saw, $1.65; hand drill, 











. is $1.75; set of drill points, 25c; bit worth its cost in al- 

ned brace, $2.25; expansive bit, $1.15; 

the smooth plane, $1.50; 14 in. pipe wrench, most any household. \ 
and $1.05; nail hammer, 95c; snip, 85c; 4 
een steel square, 60c; 6 in. screw driver, 

fa 45c; 4 in. screw driver, 10c; screw | DIETZ | 
tive driver bit, 20c; 6 in. angle wrench, | =_— 

ber 40c; wood chisel, % in., 60c; wood 

New chisel, % in., 70c; cold chisel, % in., 


R.E.DIETZ COMPANY - NEW YORK 


MAKERS OF LANTERNS FOR THE WORLD. FOUNDED 1840 
Output Distributed Through The Jobbing Trade Exclusively. We 
Do Not Sell Chain Stores, Catalog Houses, or Syndicate Buyers. 





| 

20c, and 6 in. S. J. Plier, 30c. Total | 

retail value, $14.95. Chest is 314%x | 

r 154% x4% in. of heavy material, | 
orange enamel finish and decorated | 

corners. Clips for mounting tools in- | 

cluded if desired. The Peck, Stow & | 

Wilcox Co., Southington, Conn. 

















) 
Hand Pruner Display 
jar- 
to 
out 
ure 
om 
or 
ry. 
ent 
do —, Si; 
lis- f 4 
‘he wall . | 
R. 
nd, 
This easel-back display card printed 
in three colors and carrying four hand- 
pruners, each separately fastened to 
card with screw and nut, is 12% in. sq. 
— It is furnished free with the No. 836 

introductory sales stock, which includes 
les 6 pruners to. sell at 50c; 6 to sell at 
he 75c; 4 to sell at $1; and 2 to sell at 
nt. $1.75. One of each is mounted on the 
20 display. Dealers’ cost of the complete 
* stock is $9.97. The two pruners, retail- 
be ing at $1.75, are being offered for the 
a first time. They are 8% in. long and 
th. of the Blade-on-Anvil type, full drop 
ks, forged. Henry Disston & Sons, Inc., 





Philadelphia, Pa. 
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XMAS sates 
and PROFITS 


“YANKEE“‘ 
QUALITY ata 
Dollar Retail 


NEW! This amazing 
“Yankee” Handyman 
Spiral Driver, nationally 
advertised for Christmas 
at the popular dol- 
lar price, makes 
finest gift you can 
offer for man, wo- 
man, or boy who 
tinkers around 


home. . . ALso 

you can sell 

“Yankee”Chuck 

“Yankee” and 3 Drills to 

Merchandiser fit this Driver. 

pecacunnes 39e Set retail. 
landyman Spi- 
ralScrew-Driv- 


ers, ready to set 
up as a SALES 
ATTRACTION 
with your holi- 
day display. 
ORDER from 
your jobber. To 

et QUICK de- 

ivery and 
early start sell- 
ing your cus- 
tomers, mail us 


coupon today. 





a=22CO UP O Neweeneneee 
North Bros. Mfg. Co., Philadelphia, U. S. A. 


Through jobber named below, give us QUICK de- 
livery of Half-dozen “Yankee” Handyman Spiral 
Ratchet Screw-Drivers No. 33-H with (free) 
Merchandiser. For $1 resale. 


Your Name 





Address 














Rental Plan Helps 
Hardware 
Dealer to Sell Washers 


URING the past ten years, 
D the Furlong Hardware Co., 

Craig, Colo., has sold close 
to 95 per cent of all the washers 
placed in Craig, a town of about 
1200 population located in the 
northwestern corner of the state 
just a few miles from the Utah 
line. About half of these sales 
have been made to people who 
originally rented machines. Man- 
ager A. R. Glassburn estimates that 
at least 50 per cent of the people 
who rent washers eventually be- 
come buyers. 

Washers—completely equipped, 
late models in first-class condition 
—are rented for one dollar per 
week. The customer is credited 
for each rental payment, and if at 
any time he wants to buy the unit, 
the money he has paid in rent will 
be applied on the reguiar pur- 
chase price. The company also 
pays the customer a standard rate 
of interest on the rental money 
from the time he started renting 
the machine until he decided to 
buy. 

“The rental scheme is ‘one that 
more or less compels a lot of 
sales,” explains Glassburn. “When 
a man puts $20 to $25 out on ren- 
tals, he feels that he almost has to 
buy the machine. And, a lot of 
people rent for that long without 
realizing how much time has got- 
ten away. 

“From a_ selling standpoint 
alone, the rental arrangement is 
a lot more satisfactory than mak- 
ing demonstrations. The customer 
isn’t rushed about trying out the 
unit. For two or three dollars 
even, she can use the machine 
long enough to be absolutely cer- 


| tain that she is getting what she 


wants. And, the cost isn’t any 
greater than if she were sending 
her washing to the laundry, a 
point which we play up a lot. 
“Then, too, the rental arrange- 
ment gives us contact with a lot 
of people we wouldn’t otherwise 
reach. There are a good many 


women who have an underlying 
desire for a washer but who don’t 
get to the point of asking for a 
demonstration for fear they will 
be sold something before they are 
ready to buy it. Such people don’t 
have any hesitation about trying 
out a machine on a rental basis, 
and once it is placed in their 
homes, they don’t very often give 
it up. 

“Rentals, we find, turn a lot 
higher percentage of contacts into 
sales, than do demonstrations. The 
woman who has a unit in her 
home for a day or two on demon- 
stration isn’t nearly so likely to 
consider it indispensable as the one 
who uses a rental machine for sev- 
eral weeks. In the latter case, the 
desire of ownership is really cul- 
tivated to the full extent. 


Demonstrations Cost Two 
Dollars 


“The rental plan enables us to 
make a good deal higher margin 
on any given volume of washer 
business—due to eliminating free 
demonstrations. Even in a small 
town such as this, demonstrations 
are mighty costly. Figure the time 
of two men for delivering and 
picking up a machine, plus even 
a small amount for wear on the 
washer, and a demonstration costs 
about two dollars. And, since only 
a given percentage of the best 
demonstrations produce sales, the 
selling cost on those that are 
moved goes up to a pretty high 
mark. 

“As we see it, the rental plan 
is the only business-like method 
of handling tryouts, either from 
our standpoint or that of the cus- 
tomer. We make more profit, and 
the customer gets better satisfac- 
tion.” 

The firm carries a normal stock 
of eight or 10 rental machines, 
most of which are kept out the 
greater part of the time. As many 
as 12 units have been on steady 
rental at once. 

The firm advisedly puts out its 
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MYERS 
Sump Pump 





Heavy snows—sudden thaws 
—excessive rainfall—provide 
many opportunities to install 
Myers Sump Pumps in cel- 
lars and basements during 
the winter season. Com- 
pletely automatic, compact 
and durable, easy to install 
and favorably priced, they 
provide profitable business 
for dealers in any locality 
during any season of the 
year. Literature and prices 
on request. 


i F.E.MYERS & BRO. 


ASHLAND. OHIO. 


5 AMES oe RRR Nam | 





Tak (Your-Hat— 
MYERS 


OUMDS WATER SYSTEMS may TOOLS DOOR MANGERS 
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IN THE 


MURALO LINE! 


MURAL-TONE WALL PAINT 


The widely advertised and popular casein- 
lithopone paint for walls and ceilings. Dries 
in 40 minutes. Preferred by master painters 
because it takes more thinner and goes 
further. Covers and hides with one coat on 
most surfaces. Easy, speedy application. 
10 tints and a white that cannot yellow. 
No lingering odor. Velvet-flat finish. Cuts 
costs as much as 25%. Mixing with cold 
water is all that is needed to prepare 

Ideal for plaster, 





— 


MURAL-TONE for use. 
wall board, concrete, tile, brick, etc. 


MURAL-TONE POSITIVE COLORS 


Finely ground, concentrated colors in casein 
vehicle, for tinting MURAL-TONE and other 
casein wall paints. Also used full-strength 
where strong, brilliant color effects are desired. 
Economical because of their high tinting 
strength. Unexcelled clarity. 


SPACKLE SURFACING COMPOUND 


Packed in dry powder form, ready in an instant 
by addition of water. Painters use it to fill 
holes, cracks, dents, joints, etc., and to over- 
come other surface irregularities before re- 
decorating. Dries quickly to a smooth, snow- 


white surface, sands 
mURALO 


easily, takes any paint 
DECORATIVE 


POSITIVE 


COLORS 











or finish perfectly. 











MURALO PROCESS CALCIMINE 





Brands: Muralo, Calcimo, Dutch Kalsomine, WALL COATING 
Suntone, Cal-o-tint, Victor, Murocal. Grcsathee Well 
ge 


These wall coatings are manufactured in dry 
powder form and require only the addition of 
water. They dry quickly, and will not rub off, 
and are ideal where economy is the deciding factor. They have been 
used for interior decoration by painters and home owners since 1894. 


MURALO CEMENT PAINT 


For painting concrete, stucco, brick, building 
tile, hollow tile, cinder block, stone and porous 
masonry wall surfaces in general, both exterior 
and interior. White Portland Cement is its 
basic raw material. In addition to excellent 
wearing and lasting properties, is decorative 
in every sense of the word. Recommend it for 
the preservation and decoration of masonry 
surfaces. In white and 10 attractive colors. 


WRITE FOR PRICES AND DISCOUNTS 


Dealers and distributors from coast-to-coast are making money with 
these items in the Muralo Line. Drop us a line. Just say ‘““How can 
Muralo Products help me to make more money?” Please address The 
Muralo Company, Inc., 566 Richmond Terrace, Staten Island, N. Y. 
Branches: Atlanta, Boston. Chicago, San Francisco. Founded 1894. 


mural-tone 


Che Money-Sauing Paint in the Orange Can 
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PRACTICAL PERMANENT 








THE BASSICK 
Bridgeport 


- that is really 


aha 


ATTRACTIVE = 


(size only 8"x12") = 


Samples mounted on removable 
wooden plugs. Your customers 
can see the casters and try them. 
They are really displayed, not | 
hidden in boxes. 
i 





_ REAR VIEW OF DISPLAY 

A practical metal gauge for checking 

correct size of metal bed casters. 

Information chart and complete } 

caster catalog. ‘ 
THIS DISPLAY FREE 

with the purchase of casters that will 





~ build consumer good will ond profit 


for your store. 


THE 


Bassick 





QUALITY GROUP 


available thru your jobber or write 
for complete information. 


COMPANY 


Connecticut 





MIT 





best machines on rental. The 
people using them naturally buy 
the more expensive units they have 
in their homes in order to get the 
credit on what they have paid in 
rentals. 

While this angle of the proposi- 
tion is not one of major impor- 
tance, the company makes some 
extra profit on the rentals them- 
selves. First-class machines being 
used, it is possible to keep a 
washer out on rentals for any- 
where from two to three years 
without seriously affecting its sale 
value. The price reduction neces- 
sary at the end of that time, if the 
machine hasn’t been purchased, is 
usually a lot less than the cash 
taken in on it in rentals. 

The store agrees to take care of 
all repairs necessary on rental ma- 
chines, but due to the type of units 
rented, very few repairs are neces- 
sary while they are in service. At 
intervals, when rental jobs are not 
in use, the store’s repair man in- 
spects them and gives them a gen- 
eral “tuning up.” 

“One thing we've found impor- 
tant,” says Glassburn, “is to al- 
ways know what condition rental 
machines are in and get rid of 
them before they show any amount 
of wear. Of course we reduce the 
price enough to give the customer 
his money’s worth on a machine 
that has been in service for some 
time. The point is that we avoid 
waiting until a machine has gone 
beyond the point where it has sales 
value. , 

Furlong’s keeps a very complete 
record of all rental business 
When a person rents a washer, a 
card record of the deal is made 
out, showing the date of renting, 
customer’s name and address, 
make, model and sale price of ma- 
chine. Then, each week, as the 
customer comes in to pay the cur- 
rent rental bill, an entry of the 
amount and date is shown on the 
card. 

By keeping close track of the 
time a customer has used a rental 
machine, store salesmen can tell 
just about when to contact him on 
a sale. Too, when people have 
rented machines at intervals, the 
store is able to follow them up on 
either rentals or sales for the fu- 





ture. Rentals provide the firm 
with a running list of from 25 to 
30 good prospects. 

“The follow-up work is of ma- 
jor importance,” says Glassburn. 
“The rental plan is more of a 
prospecting system than a direct 
selling scheme. It provides plenty 
of good leads, but the people must 
be sold just as under any other 
plan of operation. 

“We could have two or three 
times the people to work on that 
we actually carry on the prospect 
list, but we don’t want them. We 
concentrate only on the very best 
—those who are in the market and 
are good credit risks. We keep 
our selling costs down this way.” 

The rental service hasn’t been 
advertised to any extent. Men- 
tion to customers visiting the store 
and an occasional mailing piece 
gets the results without any great 
cost. 


Caster Display 


This display block, 8x12 in., plus 
reference card, display card, and gen- 
eral catalog, is available free with the 





purchase of the Bassick Quality Group, 
which includes household casters and 
furniture slides. Total resale value of 
this group is $22.10 and the dealer’s 
cost is $14.73. Actual samples are 
mounted on the display on removable 





wooden plugs, which lift out easily for 
demonstration purposes. Metal gage on 
back of display enables checking the 
correct size of spring sockets or 
adapters for metal bed caster. Refer- 
ence and information card and com- 
plete caster catalog also slip in back 
of display. The Bassick Co., Bridge- 
port, Conn. 


HARDWARE AGE 











The D ig gest Selling 
HORSE SHOES 








@ America’s most depend- 
able Horse and Mule Shoes for Half 
a Century 


@ Sold by Leading Jobbers 
everywhere on an established policy 
through regular trade channels 


OTHER PHOENIX PRODUCTS @ 


Toe Calks Ribbed Steel (bars) RUBBER GOODS 
Screw Calks, Chain Hooks and Horse Shoes 
Drive Calks, Cold Shuts Pads—Drive Calks 
Shoes and Tools Spuds for Tractor Door Mats 

Racing and Sport and Lawn Mower Force Cups 


Shoes Wheels Radiator Hose 


PHOENIX MANUFACTURING CO. 


f Horse 


World 
Chicago, Illinois 


Largest Manufacturer: of} 


Shoes in the 


J nd Mule 
332 South Michigan Avenue, 
Catasauqua, Pa. 
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SELL 
HIM 

THIS 
ONE 


No. 03230 


Throw 
of Bolt 

















No. 03230 


Hn: is a Grade A Cabinet Lock to offer customers who 
want to keep personal belongings safe from tampering and 
prying eyes—a lock that only ONE key can open—a lock 
with bolt of full 34 inch throw and lockwork that responds 
instantly and smoothly to the key at all times. 


Eagle No. 03230 is a handsome RIM DRAWER LOCK of 
solid brass—size 15¢”x 1%”. It is fitted with genuine Pin 
Tumbler Lockwork and Two Nickel Silver Keys. Key changes 
are practically unlimited. 


We make all grades and sizes of Drawer Locks to meet every 
requirement as to style, quality and price. 


The Eagle Quality Line 


Night Latches Wood Screws 
Trunk Locks Stove Bolts 
Front Door Sets Machine Screws 


Store Door Sets 
Padlocks 
Cabinet Locks 


EAGLE LOGIC CO. 


26 Mend Sal «New York 
114 Bedford St. 


Branch Offices: 
Boston, Mass. 


521 Commerce St. 179 N. Franklin St. 
Philadelphia, Pa. Chicago, Ill. 


Works at Terryville, Conn. 





WHEN YOUR CUSTOMER 
WARTS A FIRST CLASS 
DRAWER LOCK ~ . - 
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STRAITLOK 


POULTRY NETTING 























U 5S. STRAITLOK and 
U, S. HEXLOK Poultry 
Nettings—made with the 
perfected LOCK-TWIST 
Weave—are recognized 
everywhere for their all 
‘round superiority. Yet, 
they cost no more. 


U.S. STRAITLOK—the 
original straight-line net- 
an ag wate like farm 

tretches per- 


oe ore or 
tai iow Costs less 


to erect... Gives long, 
satisfactory service. 


Made of Copper-Beari 
Steel Wire in one an 
two-inch mesh Galvan- 
feed Before or Ai 

pi Furnished in 
MH standard heights from 
12 to 72 inches. 


HE XLOK 


POULTRY NETTING 


U. S. HEXLOK Poultry 
Netting— station 
to U.S.S LOK— 
on an entirely new 3 
standard of quality for ff 
hexagon-mesh fabric. f 


The LOCK-TWIST 
Weave produces a more 
uniform, more rigid fab- 
ric, neater in appearance, 
easier to handle and cut, 
superior in service. 


U.S. HEXLOK is avail- 
able in all fast-moving 
widths and weights, Gal- 
vanized Before or After 
Weaving; heights 12 to 
72 inches. The one- 
inch mesh comes in No. 
19 and 20 om e; the 
two-inch mes o. 16, 
19 and 20 gauge; the 
134-inch mesh in No. 16 

All ~opeete 
Besting Steel W' 


Ask your jobber, or write 
for further information! 


INDIANA 
STEEL & WIRE CO. 
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Bring the Shotgun! 


By DANIEL DEAN 
In the Farm Journal 


r 10 the average farmer the 
shotgun is one more farm 
tool, same as the hoe. He 

uses it to save his crops or his 
stock from the depredations of 
vermin, just as he uses the hoe 
to prevent weeds from injuring 
his crops. He may hunt, just for 
sport, but on most farms the 
shotgun must pay its way by pre- 
venting losses in the farm busi- 
ness. 

In the corner stands a shotgun 
that cost $3.25 when new thirty 
years ago. When a hen squawks 
at midnight I run out with gun 
and flashlight, and soon a vile 
smell tells that a skunk will steal 
eggs or chickens no more. 

Sometimes a hawk threatens the 
chickens. When one big one came 
tumbling down close to the house 
the hired man ran to measure his 
size with a yard-stick and in his 
excitement shouted: “Dan, he’s 
three feet and seventeen inches 
across the wings.” 

Last week two red squirrels 
moved into the next house. A 
red can make more noise and a 
worse mess in the walls than a rat, 
but these only lived till they 
climbed a tree the first warm day. 


Three Classes of Wild Life 
Wild animals and birds on the 


farm fall into three classes. First 
is the protected game the farmer 
can shoot in the hunting season. 
Second is the vermin that cuts 
farm income and should be shot 
on sight, such as the woodchucks 
that eat the tender clover seed- 
lings, the starlings that descend 
in clouds on grain fields, or the 
crows that eat seed corn. Seven 
states pay bounties on crows. 
Third is the class of friendly birds 
that mainly live on harmful in- 
sects. The skunk may be a crim- 
inal in the poultry yard, but out 
in the fields he digs up and eats 
by the thousand the grubs that 
destroy the roots of grasses, corn 
and strawberry plants. There are 
some hawks that live mainly on 
mice. 

In these depression days it is 
lucky for the farmer that the cheap 


single barrel shotgun will kill 
most farm vermin. Second-hand 
guns may be cheaper, but each 
should be carefully examined for 
safety, even if accepted as a gift. 
The farmer who hunts to add to 
the family table may want a 
double barrel, often hammerless, 
a pump-gun or an automatic. As 
with automobiles, the higher the 
price, the better the gun. 


Sizes of Shotguns 


Shotgun size is designated by 
the gage, 10, 12, 16 or 20, the 
smaller the number, the larger 
the bore and the heavier the gun. 
Twelve gage is a good farm 
size. Smallest of all is the .410 
bore. 

The better the gun, the heavier 
the load that is safe to use in it. 
Special heavy loads are put up for 
duck hunters under various names. 
These should never be used in old 
guns marked on the barrel “Da- 
mascus,” “laminated,” or “twist.” 
Safe farm loads are those with 
314 and 3 drams of powder. Sin- 
gle barrels and other light guns 
kick less with the 3 dram loads. 
Coarse shot is best for woodchucks 
and for long range shooting, fine 
shot for the smaller birds. With 
the present non-corrosive primers, 
guns need but little care on the 
farm beyond keeping dry. 

Where the father and the boys 
think of business or sport with the 
shotgun, the mother thinks of 
safety from danger. Everyone 
should observe the rules of safety 
for the gun just as he obeys the 
rules of the road with his car: 

1. Never pick up a gun with- 
out looking first to see if it is 
loaded. “Didn’t know it was 
loaded may be a good excuse, but 
it’s a darn poor epitaph.” 

2. Don’t pick up a gun by the 
barrel. Pick it up where it bal- 
ances just forward of the trigger- 
guard and watch the muzzle. 

3. Always unload before taking 
a gun into a house, a car or a 
boat. It takes but a few seconds 
to reload if you have to shoot. 

4. Keep the muzzle from touch- 
ing the ground or water. Either 
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Leading the Field 
15 New Numbers 


Not satisfied with having the best selling 
line last season, PREMAX has redesigned 
15 new numbers for 1937, and added the 
much-in-demand double grip 


Detachable Offset Handle 
with a positive reel locking clamp that 
can’t get out of order. Seven numbers 
selling from $1.00 to $1.75. And, in addi- 
tion, PREMAX introduces the 


Brown Oxidized Finish 


That’s the delight of every buyer who has 
seen this line. It’s great for that eye- 
appeal that makes volume sales. 


i) Send Fer Prices and Sample 


A. 


Get the special bulletin describing the new 
Premax Solid Steel Rods and Prices. 


PREMAX SALES DIVISION 
Chisholm-Ryder Company, Inc. 
3801 Highland Ave., Niagara Falls, N. Y. 






























< 


something? 


OR, 





DECEMBER 3, 1936 


CONTINENTAL SCR 


ome oe or 


m/w 


N 


4 


oe ee ee ee ee 


. 
L 
~~ 
U 
\ 
4 
z 
5 
~~ 
I 
Pp) 
i 
x) 
y 
z 
l 
>) 
y) 
rA 
i 
+ 
4 
Re 


Sg HOLTITE Gee < 
j MACHINE SCREWS 


Strong-Accurate-Uniform 
Stock the complete 
HOLTITE Line 


Sold through 
Hardware 


Jobbers rs 


a . 
a7 a 


EW CO. 
Oy jira & Factory 
NEW BEDFORD 


Tenn Massachusetts 


UTHERN BRANCH 


Chattanooga 


THE 
CALL FOR 
“BOOM” CHAINS? 





Not unless you’re in the lum- 
bering industry, and then 
you'll need plenty of “boom” 
Chains for handling logs! But 
right now you may need other 
types of Chain. Boom-times or 
not, you’re better off with 
McKay’s A-No. 1 quality of 
Chain—the result of **Mie=- 
Kay’s 50 years of 
knowing how.” 


For quality Chain, better han- 
dle the products of ... 
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PRODUCTION 


@ Cutting efficiency plays a large part 
in small tool satisfaction. The high 
cutting speed possible with Morse 
Tools is one of the reasons why tool 
users everywhere say, “There is a 
difference!” 


Toolmaking experience, carefully con- 
trolled hardening, accuracy in grind- 
ing, each helps to assure this differ- 
ence. it is the reason why Morse 
Tools are so satisfactory to use and to 
sell. Is your stock complete? 








THE MORSE LINE 


Includes 

High Speed and Carbon 
Drills Chucks 
Reamers Counterbores 
Cutters Mandrels 
Taps and Dies Taper Pins 
Screw Plates Sockets 
Arbors Sleeves 


MORSE 


TWIST DRILL & MACHINE CO. 
NEW BEDFORD, MASS., U.S.A. 


NEW YORK STORE: CHICAGO STORE: 
570 WEST 


1350 LAFAYETTE ST. RANDOLPH ST. 
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‘mud, snow or ice will often burst 
a barrel the next time the gun is 
fired. A neighbor discovered this 
to his surprise. 


5. Last, but most important, 
never let a gun barrel point to- 
ward a human being or any ani- 
mal you don’t intend to shoot. 





How Bonus Payments and Increased 
Farm Income Will Help Business 
in Northwestern States 





i 1 HE other day when I saw 
the headlines in one of 
our leading newspapers, 

‘Bonus Expected to Sweep Us 

Into New Boom,’ I questioned the 

truth of this statement—that it 

was just another bold type head- 
line—to create sensation, interest, 
and to increase the sale of the 
newspaper, but when I began to 
give the statement some thought, 
it did not require any great 
amount of imagination to see how 
this might be possible,” said Har- 
vey Sedgwick, credit manager, 

Marshall - Wells Co., Duluth, 

Minn., in an article published in 

The Hardware Business Monthly. 

“On June 15, 1936, began to 
flow a golden stream of 1,924,- 
000,000 dollars from the Trea- 
sury of the United States, reaching 
every State, County, Town and 
Hamlet, finding its way to the 
uttermost parts of the United 
States of America. It is stated 
by financial authorities that the 
consequences of the release of 
this gigantic sum of money are 
incalculable. 

“The full importance of this 
gigantic distribution did not reg- 
ister with me until I realized that 
in the county where I live (St. 
Louis County, Minn.), there were 
distributed Bonus Certificates to 
certificate holders totaling $3,- 
813,464. This is just one county 
in the State of Minnesota, and 
while its participation is third in 
size, nevertheless, it is only one 
of 87 counties in the state.” 

Speaking of farm income in- 
crease in the northwestern states, 
Mr. Sedgwick stated that the in- 
crease for 1935 over the year 
before was 27.5 per cent whereas 
the average for the United States 
as a whole was 9 per cent. There 
has been a rapid rise in farm 
production since 1932, “when the 
total cash income from crops and 


live stock for Minnesota, Wiscon- 
sin, North and South Dakota and 
Montana amounted to only $474,- 
600,000—in 1935, $755,000,000. 
This new wealth, created out of 
the soil, together with the bonus. 
and other government spendings, 
will not only produce much new 
business but improve collections.” 

Mr. Sedgwick pointed out that, 
“some time ago, the American: 
Legion obtained figures by ques- 
tionnaire as to what distribution 
would be made of the bonus. 
There were 42,500 questionnaires: 
returned.” Of this number, indi- 
cations were that 31.363 per cent 
would go for payment of debts, 
some of which would, of course, 
go to hardware dealers who made 
sales on credit. Hardware stores. 
would also receive parts of the 
benefits of the following expen- 
ditures: 13.076 per cent—build- 
ing and repairing homes; 5.862 
per cent—furniture; 1.963 per 
cent—r adios, refrigerators and 
furnaces; 6.467 per cent—cars, 
trucks, and accessories; 2.204 per 
cent—farm implements and for 
miscellaneous expenditures, 4.020 
per cent. 

Other percentages not directly 
connected with hardware would 
indirectly benefit the hardware 
dealer over long periods of time 
such as the 6.707 per cent invest- 
ment by veterans in their own 
stores or other type of business 
enterprise or for a partnership in 
some other party’s business. Then 
there are the following estimates, 
based on the questionnaires: .898 
per cent for education; 4.470 per 
cent into savings banks; 11.466 
per cent for the buying of homes, 
house lots and farms; 2.592 per 
cent for men’s clothing; 4.442 
per cent for women’s and chil- 
dren’s clothing, and for stocks 
and bonds, 2.82 per cent. 
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FREE— — With Each 


Compelling Stock Assort- 
4-Color ment(12Hand 


a # ey Display Saws) 
MACHINE | 
SCREWS | 


Uniformly made to recognized 
standards. Accurate threads. Clean 
broached slots of proper width and 
depth. 






In addition Corbin manufactures a full 
line of Wood and Lag Screws. Ma- 
chine Screw Nuts. Cap and Set 


Screws. Stove Bolts. Semi-finished 
Nuts. Chain and Escutcheon Pins. 


SPECIFY CORBIN 


To Help You Sell QUALITY Saws 


i Here is the display that will bring in the saw sales 
: eee : you may be missing. It presents, forcibly, the fastest 
ER ah. eke BOSS selling line of Hand Saws—Ohlen-Bishop Four Star 
THE CO Saws—to every tool user who walks into your store. 
i ae re ; : Dealers throughout the country are getting a far 
THE AMERICAN HARDWARE CORPORATION. SUCCESSO! greater share of sales with these saws—and a far 
NEW BRITAIN, CONN. longer profit! Don’t miss your opportunity. Order 

a stock from your jobber today. 


THE OHLEN-BISHOP COMPANY, COLUMBUS, OHIO 








Warehouses: New York * Chicago : Philadelphia 

















r **Never Lets Go” 


INL} ALLIGATOR 


TRADE MARK REG.U.S. PAT OFFICE 


STEEL BELT LACING 





Ml M\ {i 





For belts of all kinds and sizes. 
Genuine ALLIGATOR STEEL 
BELT LACING is stocked by 
leading jobbers 
, and listed in their 
GREAT “ catalogs. Not sold 
STRENGTH ~~ by mail order 
companies under 
its own or any 
*~ other name. Spe- 
cify Genuine 

“Alligator Steel 
Belt Lacing.” 
Order through 


FLEXIBILITY your jobber. 


PROTECTION OF 
BELT ENDS 


Sole Manufacturers 


FLEXIBLE STEEL LACING CO. | 















































4616 Lexington Street Chicago, Illinois 
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IN PLIERS 
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3200 BELMONT AVE. - CHICAGO 
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How’'s the Hardware Business ? 


(Continued from page 60) 


with his own costs higher on the 
products of the city man. 


C.- = 


There is no idle speculative 
tendency in the buying which the 
better times have brought. Rea- 
sonable hedging against the early 
future will not encourage the mar- 
kets to run wild, and all business 
leaders are hopeful of such modera- 
tion in the handling of our new 
prosperity, as will preserve it for 
the longest possible time. Right 
now, there is far more evidence of 
under-buying on the part of mer- 
chants and wholesalers, than of 
overloaded stocks — otherwise the 
current shortages of seasonable sup- 
plies would not be so serious. For- 
tunately, the future orders for spring 
delivery are coming in to the job- 
bers and manufacturers at a great 
rate, and there will be hereafter 
fewer unprepared stocks than the 
early fall season revealed. 


- 2 a 


It is now common knowledge 
that dealers who were not early in 
providing for their toy and holiday 
lines, have “missed the boat” on a 
great many needed items which are 
no longer promptly obtainable. Chil. 
dren’s vehicles, sleds, skates, toys, 
and clocks and watches, are as hard 
to obtain promptly now, as stoves, 
heaters, firearms and bicycles have 
been all fall. The very “canniness” 
of the early large ordering by so 
many distributors, who foresaw the 
increased demand, has multiplied 
the delays suffered by the late- 
comers. 

* * * 


Freight carloadings in the 
November 14 week scored the first 
gain for a mid-November week since 
1928, and the largest since 1921. 
Loadings reached 784,672 cars, or 
24.6 per cent more than a year ago, 
and only 40,000 cars below this 
year’s peak, reached in October. 
Loadings for the year to date now 
total 31,818,205 cars, an increase of 
nearly 14 per cent over the same 
period last year. Production of 
electric power for the week ended 
November 14 was 11.9 per cent 
ahead of the output for the corre- 
sponding week last year. 


* * * 
The National Industrial Con- 


ference Board, a research organiza- 
tion maintained by large industrial 


and mercantile companies, report 
that unemployed workers in the 
country numbered 8,975,000 in Sep- 
tember, compared with a maximum 
of 15,939,000 in March, 1933. Em- 
ployment in all types of enterprise 
in September was placed at 43,747,- 
000, compared with a low of 34,- 
631,000 in March, 1933. Recent 
news notes from the hardware, clock 
and watch centers of Connecticut 
record so full a measure of employ- 
ment that the number of workers 
now equals or exceeds the totals in 
1929. 


> + <= 


Bank clearings at the great- 
est volume since October 8, 1931. 
were reported in the week ended 
November 18, by twenty-two leading 
cities, according to Dun & Brad- 
street’s weekly survey. The total 
was $7,353,694,000, a gain over the 
corresponding 1935 week of 32 per 
cent. Chicago clearings were up 29 
per cent, New York City clearings 
gained 38.2 per cent, and the in- 
crease since March 18 in outside 
centers was 22.1 per cent. 


- a. a 


Industrial earning power in- 
creased sharply in the third quarter, 
with heavy industry setting the pace. 
The first 275 companies reporting 
their net income for the period 
gained 55.8 per cent over the same 
quarter last year. Only 16 corpora- 
tions were “in the red” for the first 
nine months. A few years ago be- 
tween 15 and 20 per cent of the 
total turned in deficits. The quar- 
ter’s net income for manufacturers 
of heavy industrial machinery, of 
steel, and of railroad equipment, 
made the remarkable gains of 909, 
469 and 285 per cent respectively, 
to lead the recovery parade. Other 
important betterment in income was 
shown by the building supply, auto- 
mobile accessory and electric equip- 
ment manufacturers. 


oo. 


Gleanings from the Novem- 
ber Federal Reserve bulletin show 
for all lines “the cumulative effect 
of continued recovery.” Industrial 
production has increased so that the 
board’s index averaged 108 per cent 
of the 1923-25 level in the third quar- 
ter of the year, compared with 98 
per cent in the first half and with 
annual indexes of 90 per cent for 
last year, and 119 per cent for 1929. 

(Continued on page 88) 
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Sell the line 
universally recognized 
as the standard! 


Complete in styles and sizes 
Accurate—uniformly high 
in quality 


Sold through Jobbers 


Write 7 for our new 
catalog, ice py and 
compl slete 





BLAKE & & ae SON CO. Est. 1849 


sro pula "Sars nose _ WATERVILLE 





When the Subject of Discussion is 


CATALOGS 


. a lot of table thumping, 
arguments and alibis may 
gracefully sidestepped by a 
single decision --- ‘let North 
American handle it.” Pro- 
ducin sales- building | Hard. 
ware Catalogs --- from ” copy” 
to finished book --- is our 
service to Hardware Jobbers 
everywhere. Get our proposal 
and compare our prices. 


The NORTH AMERICAN P..:: 


Hardware Catalog Specialists 
728 N. Seventh St. “ts eats Wis. 




















Pardon me for butting in: I’m looking 
for some additional lines to represent. 
Know where | can find any good 
ones? 











—— 





Certainly! You'll find many good 
accounts advertising under the 
heading of “Sales Representatives 
Wanted” in the Classified Sec- 
tion of HARDWARE AGE. Read 
the ads in every issue and you 
will be reasonably sure to find 
the kind of a line you want. 
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There’s A Sitiesence 


In Cap Screws 


@ Though we manufacture them by the million, TRIPLEX full- 
finished Cap Screws are precision-made, perfection that is vital 
“on the job.” Heads are smoothly machined. Faces are “sized” 
and burnished for exact wrench fit. Under head they’re washer- 
faced, right angle cut for 100% bearing. Bodies are machined to 
michrometer accuracy for close fit. And you'll find perfect 
pitch and lead in the clean, sharp built-up rolled threads. 
It will pay you to write us today for 
a sample and price list. 
THE TRIPLEX SCREW CO. 
5317 GRANT AVE., CLEVELAND 


ERIPLEX 


ND SET SCREWS, BOLTS AND NUTS 
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It’s Easy 


WITH 3-IN-ONE 


Dealers find it easy to open the door to 
more sales by displaying 3-in-One Oil at 
the New Low Prices (1-oz. cans and bot- 
tles—10c each; 3-0z. cans—25c each; 
8-oz. bottles—50c each) and still make a 
big profit. Now, you, too, can compete 
with oils of inferior grades sold by many 
chain stores and service stations by dis- 
playing and pushing 3-in-One Oil. 


HEAVIER ADVERTISING 


Increased advertising in national maga- 
zines, newspapers, street-cars and busses 
tells the story of 3-in-One Oil to customers 
in your neighborhood every day. Tie in 
with this big advertising campaign, dis- 
play 3-in-One Oil permanently—use the 
colorful display cards that are FREE for 
the asking. REMEMBER 


SELL | @) 
THE : 
CANS AND BOTTLES 


AS WELL AS 
THE LARGER 











Ss 
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WRITE THE A.S. BOYLE COMPANY, (INC.) 





CINCINNATI, 0., FOR NEW DISPLAYS. 
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Charles Courtney—World Famed 
Locksmith 


(Continued from page 29) 


used by Ivan the Terrible, a 
Siberian prison lock made of iron 
and having a threaded key and 
an early four-letter combination 
lock are among the exhibits on 
the same panel. 


David Belasco Collection 


Among the collections of keys 
which are exhibited is that of the 
late David Belasco, of theatrical 
fame, who had planned to write 
a play to be known as “If Keys 
Could Talk,” the action of the 
play to be written around that 
collection. Another interesting ex- 
hibit is the chain of eighty-six 
detailed locks and keys made by 
a Russian locksmith while in a 
Siberian prison and sent to Cath- 
erine I. So excellent was the 
workmanship that the Empress or- 
dered his release. A magnifying 
glass permits a clearer view of 
part of the chain as the locks are 
so small as to be not too clear 
to the unaided eye. 


Picking His First Lock 


As a boy of ten, Charles Court- 
ney became interested in locks 
when the pangs of youthful hun- 
ger prompted him to pick the lock 
protecting the contents of his 
mother’s jam closet. Young 
Charles was rewarded with a 
spanking for his pains, definitely 
learning that “crime does not 
pay.” , 

Some of his special jobs have 
involved the use of a diving suit 
and his first experience as a diver 
was gained when he was a mem- 
ber of the U. S. Marine Corps 
unit which was sent to Nicaragua 
in 1909 aboard the U. S. S. Buf- 
falo. The officers and crew of 
the warship lived for two months 
largely on canned foods and the 
containers were disposed of by 
dropping them into the harbor. 
When the day came for the Buffalo 
to leave Nicaragua it was dis- 
covered that the propeller was so 
enmeshed in a heap of tin cans 
that attempts to start the boat’s 
engines caused a bombardment of 
rusted food containers. Divers 
were called for to go under the 


propeller and clear the debris 
away and Charles Courtney vol- 
unteered for service, his experi- 
ence being of assistance to him 
in later years when he descended 
to the wrecks of sunken ships for 
the purpose of opening safes and 
strong boxes. 


Serves in France 


When the United States entered 
the World War Mr. Courtney 
again joined the Marines and had 
the ill luck to be captured by the 
German army. Food supplies were 
so limited that he picked the 
locks of the kitchen many a night 
to give himself and other pris- 
oners greater sustenance. 

After service with a railroad 
which decided to dispense with 
his services he opened his first 
shop on W. 125th St. in 1921. 
Increased business has made it 
necessary for the Courtney main 
shop to be moved several times, 
but he has always remained in 
the same block. When he started 
business there were no locksmiths 
in his immediate vicinity and 
since that time twenty-two have 
opened their shops only to find 
business unprofitable for them. 
Since opening his first shop his 
fame has become international 
and his adventures — including 
more than one close shave with 
death—have been numerous and 
unusual. He started business with 
a capital of $50 and now has a 
stock totaling $50,000 in his two 
stores. 

Once two well-dressed men, in 
formal evening attire, accom- 
panied by a woman in formal 
dress, drove up to Courtney’s in 
a taxi and at pistol point ordered 
him to go with them to open a 
safe. He flatly refused to join 
them, even though offered a share 
of the loot, and for his bravery 
was beaten into insensibility. 

One of his most humorous ex- 
periences was the time a_ police 
van, loaded with prisoners, drove 
up to the shop for assistance in 
opening the door. Mr. Courtney 
had to open the door so the po- 
lice could remove their human 
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Applied inside, protected Used with either ‘‘Shedwel’’ 


any thickness of door. Flex- the features of the famous 








THIS TORCH 
TURNS “HEAT” 


on SALES! 


Greatly improved 
over last season, 
this Turner Blow- 
torch is a better, 
fasterseller. Big 
bronze “All Weather” burner and cast 
drip cup give it PERFORMANCE 
that backs up its sales appeal. Ask 
your jobber to show you a Number 150 
—then get in your order without delay. 


List Price . . . $4.00 


IS YOUR NAME ON OUR MAILING LIST? 


(' THE TURNER BRASSWORKS ) 


400 Park Ave., Sycamore, Ill., U. S. A. 


Perrect!-Dry LUBRICATION with 
DIXON’S: GRAPH-AIR GUN 


Sells wherever shown 


For lubricating thousands of 
places around a car, home, 
shop or office with ‘Dixon’s 
Microfyne Powdered Graph- 
ite. It is the one lubricant that 
cannot burn, gum or drip and 
is proof against acids, alkalies 
and brine. 


Write for dealer deal 


JOS. DIXON CRUCIBLE CO. 
Dept. 40-CG, Jersey City, N.J. 
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ron quairy... FRANTZ «ron sevice 


Guaranteed BUILDERS HARDWARE 


Sell the line that builds business and pro- 
duces profits. The Frantz guarantee of 
quality protects your good name and 
assures customer satisfaction without ex- 
pense to you... exclusive Frantz features 
make selling easier, increases sales and 


DOOR * “Glide,” the ORIGINAL 

HANGER makes you more money. Write today for walenaed Seok, ‘Veamane 

: complete information and prices. cover in one piece. Patented 

For pm up to 1,000 Ibs. For doors up to 500 Ibs. tofeesonic Joint — ne brackets 


required. Weather -proof—bird- 


from weather—applicable to or ‘‘Runwel’”’ Track. Has all FRANTZ MANUFACTURING CO. ee ae, Sate 


of rust resisting steel. 


ible hinged drop strap. “Glide.” Sterling, Illinois 














Plumbers’ and Tinners’ Fire Pots, Camp Stoves, Gasoline Lanterns, Lamps, etc. 








ARVADE it TOYS 


"They Look Real” 





Assortment No. 4450 . . . Packed | each in carton 

. 2 of each toy (12) in a case. They retail for 50c. 
each ... great values that give you quick turnovers. 
Just try ‘em for fall and Christmas trade. 


e ORDER FROM YOUR JOBBER e 


ARCADE MFG. CO., FREEPORT, ILLINOIS 








Fish and 
Hook Brand 


Genuine 
Sandvik 








Together with the 
OBERG FILES 
combine the neces- 
sary features of 
PSS durability and fast 
cutting. 


From Your Jobber or Write: 


SANDVIK SAW & TOOL CORPORATION 


47 Warren Street 740 Washington Ave. North 
New York, N. Y. Minneapolis, Minn. 
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“Master’s new 406 Display 
is certainly producing 


BRASS PADLOCK 
PROFITS 


. .. what's more, combined with 

the No. 407 Display, the sales 

effect is stronger than ever... 

I'm selling more STEEL Masters 
than ever before, tool” 


WES oe Cla Cs 


Workda Langert Exchurive 
Padkock Manufacturer 


MILWAUKEE, WIS.,U.S.A. 











charges. He has had adventures 
with fire, too. When an explo- 
sives shed in the path of flames 
in a Brooklyn shipyard fire could 
not be opened he used a piece of 
wire to pick the lock so that the 
danger-laden material could be re- 
moved from the fire zone. Once 
he discovered a fire in an apart- 
ment house and turned in an 
alarm after wakening as many oc- 
cupants of the house as possible. 
One family did not respond to 
his alarm so he procured a spoon 
and a fork from a nearby “coffee 
pot” restaurant and fashioned 
lock-picking tools from them to 
release the occupants. 

Charles Courtney has given ad- 
dresses to various organizations, 
outlining some of his experiences 
and adventures with locks and 
those wanting locks or safes 
opened. Some time ago he wrote 
a book on his lock-opening knowl- 
edge. It was such an excellent 
guide book that the police, fear- 
ing its use by criminals, asked 
that it be destroyed. Rather than 
have his knowledge utilized for 
dishonest purposes he destroyed 
all but a very limited number of 
copies of the book. 


Underwater Safe Opening 


His first big combination div- 
ing and safe-opening job was in 
1932 on the wreck of the S. S. 
Egypt, which had been sunk in 
a collision some years before. 
Several groups had attempted to 
recover the gold in its safes, but 
without success, until an Italian 
group blasted away the deck 
plates guarding the strong room 
of the ship. Mr. Courtney put 
on a diving suit and looked at 
the safes, returning to the surface 
to make wooden replicas of them. 


From the deck of the salvaging 


ship he directed the divers as to 
where they should drill. Days of 
hard work were required to lo- 
cate all the tumblers after which 
Mr. Courtney solved the combi- 
nation, permitting the recovery of 
a huge sum of money. 

In Kiel, Germany, he was given 
the task of opening a safe in the 
sub-cellar of the palace of the 
late Prince Heinrich. Having de- 
termined that the safe was ready 
for opening he demanded that a 
policeman be present for the event 
and when the policeman was 


brought in he continued to han- 
dle the dials—just for the fun of 
it. Late in the day he decided 
to open the safe. He never learned 
what was in the Prince’s safe as 
he was immediately escorted away 
before the contents were touched. 
Perhaps his most hair-raising 
adventure was in the salvaging 
of money in the safes of the 
Hampshire when that ship sank 
off the Orkney Islands, in the 
early days of the World War, 
with Lord Kitchener, British Army 
commander on board. The Hamp- 
shire was reputed to have mil- 
lions of dollars in gold in its 
safes and in 1933 Mr. Courtney 
agreed to work to salvage some 
of those funds. With several other 
divers he made numerous trips 
down into the wreck, bombing 
being necessary to obtain entrance 
to the ship. During one of the 
visits to the wreck skeletons and 
parts of skeletons of men “danced” 
in front of them. On what was 
to have been his final descent 
into the ship the water suddenly 
became rough, with currents and 
cross-currents getting steadily 
rougher. Tons of mud swept the 
divers against the safes and put 
their lights out of commission, 
leaving them in the terrible cold 
darkness of the ship. For forty 
minutes Mr. Courtney struggled 
to get free and upon being taken 
out of his suit collapsed on the 
deck. He had suffered cuts and 
fractures and following his re- 
lease from the suit was uncon- 
scious for twenty-four hours. Two 
of his companions died of in- 
juries received. During his forty- 
minute imprisonment his hair 
turned white and the effects of 
his wounds caused him to lose 
forty pounds of his weight. 
Returning to New York to re- 
sume his regular work he busied 
himself with everyday activities 
and one day collapsed, after 
which he underwent four major 
operations. After recovering from 
his hospital siege he made a de- 
cision not to dive any more. A 
controversy between the salvag- 
ing company and the Admiralty 
caused his return to London and 
after that he again went to the 
scene of the salvaging operations. 
From the deck he talked with 


the divers who had met with a 
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Popular Christmas Gifts for Shooters . . 
Sell Hoppe’s Gun Cleaning Packs 


GHOOTERS all know famous Hoppe’s preparations 

for cleaning and protecting all firearms. They 
need them. And every shooter is a candidate for a 
Christmas-gift Hoppe’s Gun Cleaning Pack. Quickly 
and easily purchased by anyone, and bound to 
please. 

Attractively packaged in a bright-colored display 
carton, containing everything required for thor- 
ough cleaning, polishing, lubrication and rust pro- 
tection for shotguns, rifles, revolvers, pistols. 

A regular-size bottle of Hoppe’s No. 9 for clean- 
ing bores—removes leading, metal fouling, firing 
residue or corrosion, polishes bore and prevents 


Three-oz. can of Hoppe’s Lubricating Oil—pure, 
light, penetrating, refined for oiling gun actions, 
fishing reels, all fine mechanisms. 

Tube of Hoppe’s Gun Grease, a highly anti-acid 
compound for rust prevention which will not run, 
lasts indefinitely. 

Temporary 
patches. 


supply of canton flannel cleaning 
And Hoppe’s Gun Cleaning Guide. 
Assembled in their neat, handy carton, providing 
a quick, steady selling, popular Christmas gift 
item retailing for $1.00, with a good profit. 
Order Hoppe’s Gun Cleaning Packs from your 





rust and pitting. 





Representatives: 


regular Jobber, NOW! 


FRANK A. HOPPE, Inc., 2314-A N. 8th St., Philadelphia, Pa. 


New York, Ed. W. Simon Co., Inc., 302 Broadway 
Los Angeles, H. L. Bowlds, 108 W. Second Street 





The name ‘Co rtla nd 


signifies a “standard of quality” of straight line and grad- 
vated nettings which for 60 years has meant satisfaction 
to the user with profit to the dealer. . . . Ask your jobber. 


WIRE - WIRE CLOTH - POULTRY NETTING - HARDWARE CLOTH - WIRE NAILS 


WICKWIRE BROTHERS 


o> ; Gu we Se, wep o> Oe ee re 








When home owners hit and chip 
reelain or enamel fixtures— 
Tilette Liquid Porcelain Glaze 
will quickly repair m like 
mew. Ideal for Porcelain and 
Enamel Sinks, Bath Tubs. 







ant Lenese st., 
1115 Temple St., 
Los Angeles, Calif. 











ror Greater 
Security AND 


PROFIT 


The ILCO trademark is the sign 

of security. It means the finest 

in materials and workmanship. 
Padlocks, Night Latches, Door Closers, 
Key Blanks and Key Cutting Machines. 


INDEPENDENT LOCK Co. 
FITCHBURG, MASS., U.S.A. 


The Symbol 
qo of Supreme Lock Protection 
Branehes in All Principal Cities 



























HOW IS YOUR 
Stock of this 
splendid line of 
work kni 

Paper Hangers’ Knives 


Saree ie MADE IN 5 STYLES 
Rubber jn sy No. 2 Round Point 3%” b 
Clam Knives No. 3 Round Point 3%” blade 
Mackerel Kaives No. 2 Square Point 3%” blade 
Cigar Kai No. 3 Square Point 3%” blade 
Pruning Knives No. 1 Square Point 3” blade 
Oilel Knives Like every R. MURPHY knife they hold 
Buteher Kn tieir edge—stay sharp indefinitely and 
Plaster Knives handles stay set. They make satisfied 
itehen Knives customers—an absolutely sure source of 


profit to you. 
Complete Catalog and prices on request. 


Robert Murphy’s Sons Co. Ayer, Mass. 


K 
Stencil Knives 
wiaives Training 


Shirt shir deter 
and 











DECEMBER 3, 1936 


+ 


CRISPY CRUST PIE PAN 


NO MORE SOGGY CRUSTS 


Designed with wire bottom 
Oiee ng oar. circula- 
tion of dry; heat to 
eM. the dream of all 
cooks, custard pies, berry 
and fruit pies with crispy 
brown bottom crusts. 
Comes in two sizes, 9 inches 
and 10 inches in diameter 
and 1% inches deep. 
Recipe folder with complete directions accompanies each pan. 

The trade has been waiting for just such an item. Sells upon sight 
as no demonstration is necessary. 
$1.75 per doren—F.0.B. Factory 


THE CHICADEES 
3711 Ashland Avenue South, Chicago, Ill. 
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This efficient, new motor-warm- 
ing “stove” will keep a car 
ready to go all Winter, even in 
sub-zero weather . . . And do 
it for 2 cents per day! For use 
in unheated garages and out- 
doors, Guaranteed safe. Burns 
ordinary kerosene. Bunsen flame 
is protected by a Davy screen, 
like the one in miners’ lamps. 
Approved by Fire Marshals. 
Does not affect insurance on car 
or garage. 

Is there a car owner alive who 
wouldn't pay a few dollars for 
Winter-long protection against 
hard starting and damage from 
freezing? Get set now to col- 
lect your Bunsen-Davy heater 
profits. Write for details. 


Manufactured by 
BRIDGEPORT THERMOSTATCO. Inc. 
BRIDGEPORT, CONN. 


Sales Department 
LION CHAIN CO., Inc. 
1301 SOUTH CLINTON ST. 
CHICAGO 


BUNSEN-DAVY 


MOTORHEATER 








problem on which they requested 
assistance. Being shown new div- 
ing equipment and learning that 
conditions down at the wreck 
were ideal for a dive he went 
against his decision. His stay un- 
der the water was of brief dura- 
tion, but upon returning to the 
surface he became ill, necessitat- 
ing his going to bed because of 
dizziness. 

As many motor cars are brought 
to his W. 125th St. headquarters 
for installation of his automobile 
locks, he is building a fireproof 
“driveway” right in the store so 





that locks may be installed there 
instead of in the street. Unless 
business calls him away he is 
constantly on the job at his up- 
town or downtown branch to see 
that customers are given the full- 
est assistance and advice on their 
problems. 

So well-known and thoroughly- 
liked by locksmiths the world 
over is Mr. Courtney that he is 
president of the International As- 
sociation of Master Locksmiths. 
He is the founder and a past- 
president of the American Asso- 
ciation of Master Locksmiths. 





Butter Met 


Competition 


(Continued from page 31) 


salesmen have concentrated on 
this selling policy and have ac- 
complished fine results. 

The Butter concern also has a 
man cover all the neighboring 
county and town fairs. In many 
localities near Milwaukee there 
are monthly livestock shows. To 
these shows farmers for miles 
around bring their livestock hop- 
ing to find buyers. Naturally, at 
such a place the Butter salesmen 
have a fine opportunity to meet 
farmers and to talk stoves and 
appliances. 

More than a year ago the But- 
ter concern also started a Handi- 
craft Club for people interested 
in using power tools to good ad- 
vantage. This club has been a 
tremendous success, and members 
of it often buy other hardware 
items at the Butter store. 

The firm’s woodworking de- 


partment is also outstanding. Cab- 
inets, doors, windows and other 
objects are made to order for a 
wide variety of special order pur- 
poses. This department has proved 
very popular in recent years. The 
man who buys unpainted cabinets 
and the like from the Butter wood- 
working department usually buys 
his paint and hardware for these 
pieces at the Butter store also. 

The large Butter store, fronting 
on two important streets, offers 
easy access to the large crowds 
that come along Forest Home Ave. 
off Mitchell Street. The big main 
floor is so departmentalized that 
people can easily find what they 
want. This spacious arrangement, 
too, gives each department man- 
ager an opportunity to stage 
worthwhile interior displays that 
catch the eyes of prospects and 
induce additional sales. 





My Night 


(Continued from page 36) 


time censors in Germany, Italy, 
Austria, Hungary, Poland, Russia, 
Roumania, Greece, Turkey, Egypt, 
India, Abyssinia, Manchuria, Japan, 
China and America. I have never 
been under such peculiar double- 
barreled censorship as the variety 
here. 

“The cables are not working. The 
radio censor will not disclose to 
you what he has deleted or whether 
your dispatches have gone or not. 
Moreover, you have to furnish a 
Spanish translation with your orig- 


inal dispatch, and there is seldom 
time for that even if you can find a 
translator. Thus ninety per cent of 
press dispatches have to be tele- 
phoned to Paris, London and else- 
where.” 

And here is something about 
Mrs. Simpson: 

“The Marquis of Donegal, Lon- 
don gossip columnist, recently asked 
a Milwaukee company to send him 


clippings from American newspapers 
pertaining to the friendship between 
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Knife Blade Cutter Wheels 


—alloy tool 
steel, oil 
tempered 







on one 
board, wheels for every 
make pipe cutter 


KNURLED and SMOOTH edged cutter wheels for every 


standard make pipe cutter. . . Knife Blade Wheels with 
thin penetrating edges that cut much faster and much 
easier. Alloy Steel heat treated and tempered, they 
hold their keenness. Cadmium Plated, they will not rust. 
Balanced stocks on a free, permanently beautiful metal 
stock board that is plainly marked for size and makes 
of pipe cutters. 


Write for “Cutter Wheel Stock” Circular 


G ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 


314 N. Francisco Ave., Chicago, U.S.A. 


New York San Francisco Lendon 








atl 


\ é 4 . 
* <The big steel balls 


make them sturdier... 


D. P. HARRIS HDW. & MFG. CO., INC. 
D. P. HARRIS BLDG., NEW YORK, WN. Y. 
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King Edward and Mrs. Wallis Simp- 
son. The firm sent 20,000 clippings 
in two weeks. 

“This week the president of the 
company exhibited a cablegram 
from the marquis: ‘Snowed under. 
Hereafter send only clipping from 
Manhattan dailies.’ ” 


And now the Far East. 


“Dr. Lin Yutang, distinguished 
Chinese philosopher, reviewed the 
international situation in Europe and 
the Far East, speaking at a luncheon 
in his honor by the Association of 
Foreign Press Correspondents at 
the Hotel Lombardy, New York, on 
November 6. 

“He said he believed Italy would 
never have embarked upon her 
Ethiopian adventure if Japan had 
not succeeded in her invasion of 
Manchuria. “The effects of the 
Manchurian incident are being felt 
all over the Mediterranean shores 
today.” he declared.” 


Cooper Hdw.Co.s 
Demonstration 
Trailer 


(Continued from page 47) 


racks to prevent their slipping 
about. Immediate selling or ped- 
dling is not thought of. Showing 
the resources of the store and 
demonstrating the appliances is 
the reason for the trailer. 
Painted a bright orange and 
cream with an aluminum roof, 
the demonstrator presents a lively 
picture in the California sunlight, 
as it goes on its mission about 
the countryside. On Saturdays it 
is usually parked in front of the 
store where it “doubles in brass.” 
Music and sales talks from the 
public address system brings the 
people to the spot where they may 
either examine the appliances in 
the demonstrator or in the store. 
The Cooper Hardware Co. is 
a family affair, with Mrs. Fred L. 
Cooper assisting her husband in 
the store work. The oldest son, 
Lloyd, combines store duties with 
his outside selling, while Richard 
(17) helps out, after High School 
hours. It was Lloyd who designed 
and built the major part of the 
demonstration truck. 











E 2 Sidewalk Plow 
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(Patent No. 2,060,717) 


A NEW 


N 


AND 
PROFITABLE 
WINTER ITEM 


Be the first to display the EZ 
Sidewalk Plow—made by the 
makers of BLAIR Drawcut Lawn 


Mowers. 


This new and efficient snow re- 


mover will make profits for you. 


Show your customers how side- 
walks can be cleared quickly and 


easily. 


1937 will be a big year on the 
EZ Sidewalk Plow — get your 


share of this profitable volume. 


Send for circular and prices. 


BLAIR 


MANUFACTURING COMPANY 
Established 1879 
SPRINGFIELD, MASSACHUSETTS 
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It’s the 
Date.Line! 


—on “Eveready” Batteries 
that assures your customer 
he is getting a fresh battery, 
brimful of power. So point 
out the date-line...it’s a 
sale clincher. 





EVEREADY 
FLASHLIGHTS and BATTERIES 


y 
ut . e Ld 
iN OF 


Glass Cutters 


Sell 024 to the 
Customers You 
Want to Please 


LARGE number of those 
who buy glass cutters 
are only occasional users—not 
thoroughly experienced in 
handling the tool to cut quick- 
ly and accurately without risk 
of breaking the glass. 


You have a stake in helping 
such customers to avoid trou- 
ble and loss. You can do it by 
selling them the very best cut- 
ter you have—a Red Devil 
024—the cutter fitted with 
the precision machine-made, 
Gliloy-steel wheel and Monel 
Metal axle. 


“It's ALL In The WHEEL" 


LANDON P. 
SMITH, INC. 


IRVINGTON, N. J., 
U.S.A. 








How's the 
Hardware Business ? 


(Continued from page 80) 


Output of durable goods continued 
to expand, and compared with the 
1932 low level of 33 per cent of the 
1923-25 average, increased to 106 
per cent in the third quarter of 1936, 
the board said. Production of non- 
durable manufactures, which had de- 
clined to 88 per cent in 1932, aver- 
aged 113 per cent in the last quar- 
ter. Construction also was up, with 
the total value of contract awards 
currently at 60 per cent of the 1923- 
25 average, compared to 25 per cent 
in 1932 and 1933. Total cash farm 
income for the year was estimated 
at $7,850,000,000, compared with 
$7,100,000,000 last year and a low 
of $4,300,000,000 in 1932. 


- ee 


Estimates of this year’s total 
national income are again raised, by 
the Department of Commerce, in the 
light of the mounting dividends and 
salary increases. On the basis of 
national income now set at above 
$60,000,000,000 for 1936, it is pos- 
sible that per capita income might 
be close to $1,400. Per capita in- 
come of employees last year was 
$1,201, compared with the depres- 
sion low of $1,097 in 1933 and with 
$1,466 in the busy year of 1929. 


* & 


The country’s total retail 
sales for the mid-November week 
were estimated by Dun & Bradstreet 
at 3 to 10 per cent higher than in 
the preceding week, and from 15 to 
22 per cent ahead of the same period 
last year. Percentage increases in 
the various districts were estimated 
at: New England, 15 to 20 per cent; 
East, 18 to 30; Midle West, 15 to 
20; Northwest, 17 to 22; South, 20 
to 30; Southwest, 20 to 35, and Pa- 
cific Coast, 8 to 15. The shipping 
strike again affected all retail trade 
on the Pacific Coast. The latest 
report on department store sales, by 
the Federal Reserve Board, is for 
October, when an increase of 16 per 
cent over last year was made by 516 
stores in 260 leading cities. This 
carried the department stores’ total 
for the first ten months of the year 
11 per cent ahead of the correspond- 
ing 1935 period. 


* & 


Looking forward to another 
sharp increase for 1937 in electric 
refrigerator sales, Stewart-Warner 


CW WA/L 
CLIPPERS 


The “Yankee” 


Open, it’s a sizable, business- 
like tool; closed, it’s as sleek 
as a pen knife—all due to 
new “swivel” lever. Attrac- 
tive card displays one, stores 
eleven. Retail, 15¢. At job- 
bers’. Send for price sheet. 


The H. C. Cook Co. 


Ansonia, Conn. 


Lele). 4c 






SMART NAIL 








The Original 
“HORSESHOE MAGNET” 
HAMMERS 


Steel Forgings, Perma- 
nent Magnets. The best 
magnet hammers on the 
market. Give long and 
satisfactory service. The 
Hammer holds the tack. 


ARTHUR R. ROBERTSON 
Sele Manufacturer 
596 Atlantic Ave., Boston, Mass. 

















Chicago Rawhide and Indian Tan 





Lens ~~ 
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al: 


Chicago Rawhide Mfg. Co. i. 
1285 Elston Ave., — U.S.A. 











Hf you’ re 
Looking for 
THE CLASSIFIED 
OPPORTUNITIES 
SECTION 
TURN OVER 
TWO PAGES 
to 
PAGE 92 
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EXTRA PROFIT 


Boost YOUR Christmas Business with this 


New Justrite 
PUSH-CLIP 






@ This fast-selling Display of 
Justrite Push-Clips will help you 
make these extra sales! Every 
household needs Push-Clips. .. to 
keep lamp cords and radio wires 
in place, neat, off the floor! Colors 
to match cords or woodwork! 
Easy to install— no tools needed. 
Holds cord tight, easy to remove, 
does not mar walls or woodwork. 
No. 17 PUSH CLIP DISPLAY (% 

ross cards): 9 cards Ivory, 3 cards 


hite, 9 cards Old Gold, 6 cards Dark 
Red, 6 cards Dark Brown,3 cards Green 


Set of 8 PUSH CLIPS sells for roe 


JUSTRITE MANUFACTURING CO. 
2073 Southport Avenue Chicago, IIinois 




















The next six months is 
Homecraft time, with your 
chance to reap a handsome 
profit on Trojan Blade sales. 
With the summer past, in- 
terest springs immediately 
to indoor activities, making 
new objects, repairing old. 
With the Trojan quality line 
of blades made the most 
exacting engineering specifi- 
cations, you 


YOUR 


Chance to 
Harvest 
Profits 


can offer your 
customer the 
blade to fit his 
requirements, 
be it wood, 
metal, bone or 
plastic. A satis- 

return cus- 
tomer is then 
assured and 
your profits ad- 



















FREE 
with your 
order for 
Trojan Blades 
we give this at- 
tractive automatic 
salesman. Designed for eye 
appeal it gives your custom- 
er that initial desire for blades. 

Compact, neat, it requires little 
spuce to do its selling job. Divided into compart- 
ments it (1) provides you with a balanced line of 
14 best selling types for every power jigsaw or 


coping saw frame. (2) Gives you a perpetual in- 


ventory of your Trojan stock. 


ACKERMANN-STEFFAN & CO. 
4509 Palmer St., Chicago, U. S. A. 
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Corporation reports that sales at its 
Chicago convention were more than 
twice as large as those received at 
the convention a year ago. Produc- 
tion, as a consequence, is being 
stepped up rapidly. Electric refrig- 
erator sales of the company to 


October 31, 1936, were 105 per cent © 


larger than for the same period of 
1935. 


* %*&+ 


Much has been said about the 
great sales of bicycles this year, and 
an interesting sequence is the an- 
nouncement by the United States 
Rubber Products, Inc., that for the 
first year since the “gay ’nineties” 
the output of bicycle tires has shot 
above the million mark, in the first 
eight months of 1936. 


* %* 


This has been a bicycle year, 
beyond a doubt. Most manufactur- 
ers are booked solid for all bicycles 
they can possibly produce for the 
rest of the year. One reason for 
the exceptional 1936 sales record is 
that bicycles are selling at almost 
the lowest prices in history, an ad- 
vance of only three to five per cent 
being made last July. 


* + 


Radio sales are booming, and 
manufacturers are having difficulty 
filling their orders—due to the in- 
ability of cabinet makers to keep 
up. It is apparent that many mer- 
chants and consumers will be dis- 
appointed in holiday deliveries. This 
year again radios have been im- 
proved, and the buyer gets more for 
his money than ever before. Re- 
ceiving sets are becoming constantly 
more fool-proof, and more desirable 
for dealers to handle, in profit and 


volume. 
* * * 


For many other electrical ap- 
pliances used in the household, 
Christmas is always the busiest sea- 
son, and current holiday sales are 
topping an already very busy year. 
The census bureau reports that 78 
manufacturers booked new orders 
for electrical goods during the third 
quarter totaling 18914 million dol- 
lars, compared with 143 millions in 
the same quarter a year ago. The 
figure this year was the highest for 
any similar period since 1929. Ex- 
perienced merchants are planning to 
maintain a prominent display of elec- 
trical specialties right up to Christ- 
mas Day. Better quality and more 
profitable items are sold for the 
holidays than at any other time of 
the year. 











the Honest 
Name of 
an Honest 
~ Product ~ 


_ SINCE 1854 


Neabe ras ies ou peesn ity 


BOLTS SCREWS 
NUTS RIVETS 


GuarxBrosBo.t (p 


BEMISS ST. MILLDALE, CONN. 





Send for FREE 
copy of, 
Filled with the latest 
1s of building up 
sales. /t/s written 
around the mer- 
aTotgte UR gtome (ela 


| 


Reg. U. 8. Pat. Off. 


those powerful little metal pronged 
grips that hold chair rungs, and 
similar items permanently tight. 


-£ GEM- 


that simple handy little scissors sharp- 
ener which has set this country on edge. 
All 3 will help you to build up your 
sales profitably. 
Write today. 

A. & F. PRODUCTS 
1 W. 37th Street, New York City 


A. & F. PRODUCTS 
1 West 37th St., New York City 


Please send me a FRED copy of INCREASING 
TURN-OVER FREQUENCY AND VOLUME. 


;. «Ee PrrrerrrrrrTrrrrrerrrrrerer TT Terre 











Here are 22 More Answers to the Question: 


“WHO MAKES 


information regarding sources of supply as pro- 
vided readers of Hardware Age by the “Who Makes 
It?” editor is here presented as an aid to others in 
the trade who may be secking the same articles. 
The inquiries reproduced have been selected because 
of their general interest to hardware merchants and 
buyers. This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes It?” 
issue published on August 27, 1936. When writing to 
the firms mentioned, state that you saw the product 
listed in Hardware Age “Who Makes It?” section or 


WESTPHALIA, IND.: Who makes the 
Volunteer shot gun?—Simon Due 
Hardware. 


ANSWER: This is a_ special 
brand of the Belknap Hardware & 
Mfg. Co., Louisville, Ky. 


2 


Woopsiwe, L. I., N. Y.: Furnish 
name and address of the importer 
of the English made fireplace lamp 
which has a red globe and is called 
Magicoal.—Apartment House Sup- 
ply Co. 


ANSWER: H. A. Bame, 101 Park 
Place, New York City. 


ee @ © 


New Britain, Conn.: Who makes 
wheelbarrows under the trade name 
Middy?—Kolodney Bros. Hardware 
Co. 


ANSWER: Jackson Mfg. Co , Har- 
risburg, Pa. 


HERMOSILLO, Sonora, Mexico: 
Provide name and address of the 
manufacturer of Washoe drifting 
picks.—Merceria de La Paz, S. A. 


ANSWER: Warwood Tool Co.. 
Wheeling, W. Va. 


. ¢€@ @ 


NasHVvILLE, N. C.: Who makes the 
Oak Leaf single barrelled shot gun? 
—Gulley’s. 


ANSWER: This is a special brand 
of the Simmons Hardware Co., 
wholesale, 900 Spruce St., St. Louis, 
Mo. 


* + 


Worcester, Mass.: Furnish name 
and address of the manufacturers 
of (1) Markal paint pencils, and 
(2) ten foot graduated measuring 
sticks.—E. L. Park. 


ANSWER: (1) Helmer & Staley, 
2453 S. Parkway, Chicago, IIl., and 
(2) Marsh Gage Pole Co., Inc., 316 
W. Central Ave., Titusville, Pa. 


ee © 


FisHkwL, N. Y.: Provide name 
and address of a source of supply 
for an adhesive preparation used for 
catching rats. The rats jump on a 
board covered with this material and 
are held fast by their feet—Van 
Voorhis Brothers, Inc. 


ANSWER: Exterminating Mate- 
rial Co., 712 Amsterdam Ave., New 
York City. 


* “3 * 
Geneva, Onto: Who makes Rising 


Sun stove polish?—Briggs Hardware 
Co. 


ANSWER: J. L. Prescott & Co.. 
Passaic, N. J. 


+ & 


Toronto, Ont., Canapa: Who 
makes a cotton cloth having a proc- 
essed wax coating which is used for 
green houses, etc.?—Whites Hard- 
ware, Limited. 


ANSWER: Turner Bros., Bladen, 
Neb. 


* + 


Woonsocket, R. I.: Where can 
we buy Yankiboy uniforms?— 
Thomas C. Mee Co. 


ANSWER: Sackman Bros. Co., 
200 Fifth Ave., New York City. 


* + # 


PHILADELPHIA, Pa.: Who makes 
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Sterling levels?-—Supplee-Biddle 
Hardware Co. . 


ANSWER: Peerless Level & Tool 
Co., Sterling, Il. 


* * * 


St. JosepH, Mo.: Who makes the 
Bates-Valve bag truck? This is a 
heavy duty bag truck, used chiefly 
in handling cement.—Garfield Ave- 
nue Lumber Co. 


ANSWER: Colson Corp., Elyria, 
Ohio. 


* + 


Dansury, Conn.: Who makes the 
Savoil Kerosene stove?—H. J. Hey- 
man’s Sons, Inc. 

ANSWER: United Stove Co., 
Ypsilanti, Mich. 

* & # 


St. Louis, Mo.: Where can we get 
English carpet needles made by H. 
Milward & Sons?—Schroeter Bros. 
Hardware Co. 


ANSWER: Spool Cotton Co., 350 
Fifth Ave., New York City. 


oe & & 


Witusvitte, Itt.: Who makes 
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clay smoking pipes?—G. H. Teck- 
lenburg. 


ANSWER: American Clay Pipe 
Works, 239 Fourth Ave., New York 
City and Pamplin Smoking Pipe & 
Mfg. Co., Pamplin, Va. 


* + 


ALLIANCE, OnI0: Provide name 
and address of the importer of 
Brade’s narrow heel, London pat- 
tern, bricklayer’s trowels.—The All- 
ott Hardware Co. 


ANSWER: John H. Graham & 
Co., Inc., 113 Chambers St., New 
York, N. Y. 


. =F 


LawrENcE, Mass.: Who makes 
(1) the Anchor and (2) the Trojan 
lines of harness snaps?—Essex 
Hardware & Plumbing Supply. 


ANSWER: (1) North & Judd 


Mfg. Co., New Britain, Conn. (2) 
Covert Mfg. Co., Troy, N. Y. 


Ss 


CLEVELAND, Oxn10: Who makes flat 
scrapers for scraping lathe beds, 
etc.?—Dessil Tool Co. 


ANSWER: Anderson Bros. Mfg. 
Co., Rockford, Ill. 





The “Who Makes It’ issue of Hardware Age enables you to quickly locate sources of 


supply and helps you answer many questions regarding brand names, products, etc. 


Sr. Louris, Mo.: Furnish name and 
address of the present makers of the 
Majestic radio.— Felter Hardware 
Co. 


ANSWER: Majestic Radio & Tele- 
vision Co., 600 W. Adams St., Chi- 
cago, Ill. 

* * * 


Cuicaco, Itt.: Who makes alumi- 
num screen numbers? — Goodkin 
Hardware Co. 


ANSWER: Acrodie Casting Co., 
6641 W. Burleigh St., Milwaukee, 
Wis. : 


+ + 


Morristown, N. J.: Who makes 
the Stephenson garbage receptacle? 
—J. Glick & Sons. 


ANSWER: Lynn Iron Foundry, 
Inc., Lynn, Mass. 


+ * * 


DeFrtaNce, Onto: Where can we 
buy a small magnetized brad set for 
setting small brads by hand?—Hoyt 
Hardware Co. 


ANSWER: Waterton’s, 28 E. 
Larned St., Detroit, Mich. 
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Positions Wanted Advertisements 


at special rate of one cent a word, mini. 
mum 50 cents per insertion. 





Use this section to reach Hardware Manufacturers, Manufacturers’ Agents, 
Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


® CLASSIFIED ADVERTISING RATES e 


Discounts for Consecutive Insertions 
4 insertions, 10% off; 8 insertions 15% off. 
Due to the special rate, these discounts do 
met apply eon Pesitions Wanted Advertise- 








NOTE 
Samples of Literature, Mer- 
chandise, Catalogs, etc., will 


























Complete stock, including auto and implement parts. 
Business well established. Reason for selling: 
some of the stockholders have other business 
while others might entertain reorganization. Ter- 


ritory, South Dakota, Southern Minnesota, and 
Northern Iowa. For detailed particulars—write 
Box C-337, care of HARDWARE AGE, 





239 W. 39th St., N. Y. City 





& 


to call on hardware jobbers and large retailers with 
new line of MODERN CHROMI CABINET 
HARDWARE as side line. Attractive proposition 
to producer. Give full details regarding present con- 
nection, territory covered, past experience, etc. 
Address Box C-348, care of HARDWARE AGE, 
239 W. 39th St., New York City 








All Other Classifications ments os f oe 
Set Selid, Maximum of 50 words... .$3.00 2 Se not orw ° 
aa aittenel_ word. . nhnaien anes 06 REMITTANCE MUST ACCOMPANY ORDER onbilicash 
at ciel eons. pe aes > 4 = Send check or money order, Address your correspondence and replies to 
Allow Seven Words for Keyed Address aetna HARDWARE AGE 
Boxed Display Rates HARDWARE AGE is published th Classi nities 
RN TS AAO $5.00 Ghanniep, Ginntiied Tectie dieae 22 dage ified Opportu Dept. 
Each additional inch..........+e++ 4.00 previous to date of publication. 239 West 39th St., New York City 
BUSINESS OPPORTUNITIES SALES REPRESENTATIVES WANTED SALES REPRESENTATIVES WANTED 
MANUFACTURER OF NATIONALLY 
Wh He SALE BUILDERS' HARDWARE SALESMAN ico ith Setoace ant aoe desires re —— 
tive wit ardware an lepartment store following 
olesate eavy Hardware Business WANTED covering Arizona and New Mexico. Full details 


to Box C-344, care of Harpware Ace, 239 W. 
39th St., N. Y. City. 


SALES ACCOUNTS WANTED 








FOR SALE—HARDWARE BUSINESS. Fif- 
teen years on same location. Can rent store from 
present owner. Address—Verwys’ Hardware, 459 
Leonard Street, N. E., Grand Rapids, Michigan. 


WINDOW GLASS SALESMAN WANTED. 
EXPERIENCED. Good quality, low prices, ship- 
ment anywhere. Address—T, J. Atcheson Glass 
Company, Buffalo, N. Y. 





WANTED OF MANUFACTURERS—LINE 
OF mortise door locks or manufacturer’s line 
marine hardware for southeastern states. Com- 
mission. Address Box C-343, care of HarDWARE 
Ace, 239 W. 39th St., N. Y. City. 





BUILD YOUR OWN AUTOMATIC COAL 
STOKER. Save about $200 on a 50 Ib. size. Parts 
complete with electric controls only $137.50, as- 


sembled $147.50. Fully guaranteed. Address 
Staples Foundry Co., Box HA., Mt. Vernon, 
Indiana. 





HARDWARE MAN SEEKS LARGE STORE 
with small amount of stock; if you are contemplat- 
ing retiring, due to old age, illness, or want to 
make a change, I should like to hear from you; 
city or county within 50 miles of New York City. 
Address Box C-346, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 





LEADING HARDWARE AND APPLIANCE 
DEALER in prosperous city of 15,000 in Penn- 
sylvania offers splendid opportunity to the right 
man. Must be experienced and well qualified. 
Prefer man able to buy into firm. Give complete 
experience. ree references. Address Box 
C-338, care of Harpware Ace, 239 W. 39th St., 
N. Y. City. 





FOR SALE — MODERN $23,000 HARD- 
WARE, PAINT, and equipment store in — 
western Indiana. 1936 pproxi 
$65,000. Will sell, inventory plus 10% for geod. 
will. Outside salesman selling in seven adjoining 
cities. Wonderful opportunity to increase busi- 
ness with more investment. Address Box C-341, 
oe of Harpware Ace, 239 W. 39th St., N. Y. 

ity. 








FOR SALE—HARDWARE STOCK, TO settle 
estate. Inventory about $15,000. Corner location. 
Established over forty years. Western Missouri 
County Seat Town. Population over 25,000. Two- 
story large brick building and basement; office 
rooms above. Best location available in this pros- 
perous city. Will sell or lease building. Address 

x C-347, care of Harpware Ace, 239 W. 39th 
St., N. Y. City. 


MANUFACTURING DISTRIBUTOR 
WANTED for portable shower bath fixture; 
thoroughly tested; nothing like it on the market. 
Can furnish testimonials from satisfied users of 
prominence. The entire United States is the selli 
field. Address—S. S. Campbell, P. O. Box 366, 
Lenoir City, Tenn. 





MANUFACTURER NATIONALLY ADVER- 
TISED PRODUCT SELLING hardware, depart- 
ment stores, and stationery trade desires sales- 
man Middle West, headquarters Chicago. Give 
age, full qualifications and tt experience, also 
late photograph. Address Box C-350, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 





SALESMEN CALLING REGULARLY ON 
HARDWARE jobbers, semi-j s and major 
dealers to sell our high quality, line of grinding 
wheels and sharpening stones as side line on com- 
mission basis. Priced right with freight allow- 
ance. Full protection in territo Bound to re- 
peat. Address Box C-311, care o' HARDWARE Acz, 
239 W. 39th St., N. Y. City. 





SALESMAN WANTED TO HANDLE AS 
sideline complete line of infants’ toilet training 
seats. The commission from original and r t 
orders should more than pay your entire traveling 


expenses. State territory covered, items you now 
sell, etc. The territo = exclusive and we are 
particular. Address— 


WeeWee Toilet Seat 
Company, Woodside, lene Island, N. Y. 





SALESMEN, WITH ESTABLISHED 
TRADE SELLING direct to hardware stores, if 
you want hot item for side line, one selling from 
coast to coast, write us. Unless you have estab- 
lished trade do not reply. Give all details, terri- 
tory you cover, lines you have, how long you have 
covered territory. Address—Fulton Products Co., 
125 West 33rd St., N. Y. City. 





FOR SALE—MODERN HARDWARE AND 
sporting goods store, centrally located in town of 
20,000 with a $100,000 pay roll a day from shoe. 
forging and business machine factories; wonderful 
opportunity for right buyer; new stock. This store 
must be sacrificed for $8,500 to quick buyer} 
Owner leaving town. For full particulars write 
in care of M. C. Winters, 442 Front Street, Owego, 


92 





CHROMIUM KITCHEN HARDWARE AS 
SHOWN IN ‘HARDWARE AGE’, OCTOBER 
22ND, PAGE _ 126. ae atATE PHIL 
WANTED IN NEW YORK STATE, PHILA- 

ICT AND SOUTHERN 
INFORMATION 
WHE TING. ADDRESS—AMERICAN 
BRASS GOODS COMPANY, GRAND RAPIDS, 
MICHIGAN. 





EXPERIENCED MANUFACTURERS’ REP- 
RESENTATIVE WHO HBAS been selling jobbers 
and chain store syndicates for over fifteen years 
in the Metropolitan District of New York can do 
justice to one more good line. Address Box C-313, 
“ of Harpware Ace, 239 W. 39th St., N. y: 

ity. 





TEXAS, LOUISIANA, ARKANSAS AND 
OKLAHOMA. Established or new lines wanted 
for wholesale hardware, department store and 
variety chain trade. Jobbers protection where 
necessary. Twelve years this territory. 
following. References. Address Box a care 
of Harpware AGe, 239 W. 39th St., Y. City. 





FACTORY REPRESENTATIVE WOULD 
LIKE ADDITIONAL staple lines for hardware, 
department and supply stores in Chicago and 
vicinity. Twenty years’ experience. Will get re- 
sults if prices and delivery are O.K. Have fa- 
— for carrying a small stock. Address Box 

605-A, care of Harpware Ace, 802 Otis Build- 
on Chicago, Illinois. 





CAPABLE, AGGRESSIVE AND SUCCESS- 
FUL SALES ORGANIZATION who have been 
selling exclusively the wholesale hardware trade 
in Oregon and Washington for fifteen years have 
facilities for one or two more good accounts. 
Correspondence invited with old-established manu- 
facturers desiring to sell this trade. References. 
Address Box C-336, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 








SALES REPRESENTATIVE FOR MANU- 
FACTURERS OF hardware and tool lines, with 
17 years’ experience and regularly contacting the 
jobbing trade in six southwestern states, can give 
real sales efforts and attention to one additional 
line of reputable products for volume jobber dis- 
tribution of same. Correspondence invited. Ad- 
o*. be Cay care of Harpware Acer, 239 
Ww. h St., N. Y. City. 





MANUFACTURER’S eee aLvE 
WITH FOLLOWING, HEADQUARTERS in 
Detroit, Michigan, desires lines ome responsible 
manufacturers for Michigan. Now calling upon 
the wholesale and better retail hardware and de- 
partment stores, also the plumbing and heatin 
trade. Please send literature. Can furnish ref- 
erences of the highest class. Address Box ¢ 335, 
=e of Harpware Ace, 239 W. 39th St., N. Y. 

ity. 
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Hardware Personnel 


Our files contain tions of several hundred ex- 
and well-trained employees in the hard- 


ware industries. 
NO CHARGE TO EMPLOYERS FOR THIS 
oF nan oe Lag ty) 
to you, 
ASSOCIATED PLACEMENT BUREAU 
52 West 42nd Street New York City 
Wis. 7-1802, (803 








A WELL-QUALIFIED WHOLESALE HARD. 
WARE office man seeks position. Twelve years 
with proniinent eastern jobber, and for two years 
previous with marine hardware distributor.  Effi- 
cient systematizer; thoroughly trained and expe- 
rienced in pricing, billing, quotations, phone orders, 
Price service, and inside sales work and promo- 
tional details. Age 32. Location no factor. Ad- 
dress Box C-349, care of Harpware Ace, 239 W. 
39th St., N. Y. City. 





HARDWARE MAN, FORTY-THREE YEARS 
of age, thoroughly experienced in retail and 
wholesale hardware, paints, sporting goods and 
kindred lines, both inside and outside, desires a 
position with responsible retail firm. Capable of 
buying, bookkeeping and store management. Sal- 





HAVE SEVERED MY CONNECTIONS 
WITH one of largest purchasing companies and 
am open for proposition as buyer or manufacturer’s 
representative. Fifteen years’ experience buying 
hardware and kindred products. Can furnish best 
of references. Address—William C. Feil, 7023% 
Sheridan Road, Chicago, II. 





YOUNG MAN, 29, SUPERVISOR AND 
MERCHANDISE checker, complete line of hard- 
ware and housefurnishings, formerly with large 
New York department store, desires similar posi- 
tion. Selling considered; ’35 Ford car available. 
Excellent references. Address Box C-339, care of 
HarpwareE Ace, 239 W. 39th St., N. Y. City. 





_A HARD-HITTING SALESMAN, with en- 
viable record, seeks better opportunity. In early 
forties. Well acquainted with and has strong 
foilowing in the hardware trade of Metropolitan 
New York and parts of New York State and 
New Jersey. Now and for more than ten years 
with a prominent hardware manufacturer. Ad- 
dress Box C-329, care of Harpware AcE, 239 W. 
39th St., N. Y. City. 





EXPERIENCED MANUFACTURER’S 
AGENT DESIRES CONNECTION with reputa- 
ble manufacturer. Twelve years contact with 
jobbing and retail hardware trade, also depart- 
ment stores and auto chain stores in Philadelphia, 





SALESMAN, EXPERIENCED, DESIRES TO 
REPRESENT manufacturer in Philadelphia Dis- 
trict, Eastern Pennsylvania and Maryland, South- 
ern New Jersey and Delaware calling on industrial 
plants, jobbers, contractors and large dealers. Have 
represented present company for eight years. Ad- 
dress—John C. Bush, 1600 Arch Street, Philadel- 
phia, Pa. 





AT LIBERTY—HARDWARE MAN WITH 
eighteen years’ experience in retail hardware store. 
Well versed in most lines. Can sell, arrange, 
stock and manage business. I am now located 
in Ohio and would prefer Ohio or Michigan, but 
can arrange to locate anywhere. I can furnish 
the best of references as to my experience and 
honesty. Address Box C-340, care of HarpWaRE 
Ace, 239 W. 39th St., N. Y. City. 





CREDIT EXECUTIVE, ACCOUNTANT 
AND OFFICE MANAGER available: future in 
present connection limited. Past record of 13 
years, beyond question, nine years in present 
position for leading wholesale hardware concern; 
handling credits, collections, specializing in the 
legal angles of credits, general accounting-corre- 


spondence. Thoroughly experienced in Maritime 
and State lien laws. Efficient systematizer and 
office manager assuming large responsibilities. 


Pace Institute of Accounting and Business Ad- 
ministration graduate. Age 33, Christian, Amer- 





ary secordary. Free to go anywhere. Middle | Faste : A 7 eae Rr omnis att 
: rn Pennslyvania and New Jersey. Christian. | ican whose business and character affiliations can 

West or South preferred. Address Box C-242, Married. Cover territory in own auto. Excellent | stand rigid investigations. Address Box C-298, 

care of Harpware Ace, 239 W. 39th St., N. Y. | reference and record. Address Box C-325, care | care of Harpware Ace, 239 W. 39th St., N. Y. 

City. of Harpware Ace, 239 W. 39th St., N. Y. City. | City. 

ae 











used “Ten to Three”. 


in Hardware Age accomplished. 


Their Classified Ad in Hardware Age Showed 
This Publication’s Great Pulling Power 


This interesting letter from a well known lock company shows what only ONE insertion 
It out-pulled all the other hardware trade publications 
It is just such quick, tangible results as this that make Hardware 
Age the most dependable medium for Classified as well as Display Advertising for 
manufacturers of Hardware and kindred products. 





"In response to yours of the 3lst, it is our intention to run this ad only 
once, and you no doubt will be interested in learning that we ran this ad 
in three different hardware trade magazines, and received fourteen replies. 





Ten of these were received from the Hardware Age, 








Ten of the three from one of the 
other magazines, and one only from the other magazine. This gives your 
publication a batting average of about 75% and indicates very clearly 
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which of the hardware trade publications has the greatest pulling power." 


Schlage Lock Co. 
(Signed) John A. Mansergh, 
Sales Manager 


HARDWARE AGE 
239 West 39th St., A Chilton Publication New York, N. Y. 


® 





A.B.C.—Charter Member—A.B.P. Inc. 
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The Dash (—) Indicates that the Advertisement Does Not Appear in This Issue 
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Cyc MEU HAMILTON BEACH axes 


, HAS All THESE 






} Portable,one-hand 
» mixing unit. 






Advertised in nating 
magazines. Sold on ow 
clean-cut profit- protecting 
policy. Order from your 
Jobber. 





HAMILTON BEACH CO. 
Div. Scovill Mfg. Co., 
Racine, Wis. 








“SALES HARDWARE” 


=< mie my 
Kh NAR 


WithaNEW PROFIT! 


This new Bernard 4 Plier Selling Unit 
has changed Bernard pliers from shelf 
hardware to Sales Hardware—selling 
four times as fast—a new profit and 
more of it. 


BERNARD PLIERS 


= sell to farm and factory, for industrial 
-) use and for personal use. There are no 
_ better pliers. Ask your jobber. 

Write for catalogue now! 


THE WM. SCHOLLHORN COMPANY 
416 CHAPEL STREET, NEW HAVEN, CONN.® 














Genuinely 
Friendly 


@ In CLeveLanp it’s THE HOLLENDEN 
@ In Co_umsus it’s THe NEIL HOUSE 
@ In AKRON it’s THE MAYFLOWER 
@ In To.epo it’s THe NEW SECOR 
@ In Dayton it’s THe BILTMORE 
@ For Your Winter Vacation :— | 
@ In Miami Beacu it’s THE FLEETWOOD 














ALWAYS NEEDED! 
A List of 






STEVENS 


SHOTGUNS 


BUCKHORN .22 RIFLES 
e 
Send for Dealer Price List 
* 
J. STEVENS ARMS COMPANY 


Division of 


SAVAGE ARMS CORPORATION 


Dept. L-17, CHICOPEE FALLS, MASS. 


ADVERTISED 


























A practical gift at a 
popular price...... 
and PROFITABLE, too! 


Your Jobber Can Supply You 
METWOOD MANUFACTURING CO. 


Rockford eS Iinois 








@ ivory 
@ Blue 


@ Green 
Red 

















EDLUND 


Modern Kitchen Tools 





Add the final touch of perfection to modern 
housekeeping. 

Edlund dependability continues to please con- 
sumers and make more friends and more 
profits for dealers. 


Your jobber has the Edlund line of Can 
Openers, Egg Beaters, Jar Openers, Bottle 
Openers and Knife Sharpeners. 


Write “for catalog 


EDLUND CO. BURLINGTON, VT. 


YEARS AHEAD 


Nothing yet developed in wood 
pastes compares in these impor- 
tant features with the amazing 











IN-QUICK DRYING! 
IN EASY SPREADING! 








WHOLESALE 
HARDWARE 





NEW IMPROVED 


WOODFIX 








HOUSES Giving 





Names and Addresses; Capitaliza- 
tions; Lines Handled; Territories 
Covered; Number of Men Travelled; 
Names of Officers and Buyers. 


Useful for 


PERSONAL SALES CONTACTS 
CREDIT DEPARTMENT 
DIRECT MAIL WORK 


HARDWARE AGE VERIFIED LIST 


239 W. 39th ST.. NEW YORK. N. Y 





Price $10.00 a Copy 
Cheek with Order 














DECEMBER 3. 1936 






Nor in its remarkable 
freedom from the pro- F 
nounced shrinkage so 
common with ordinary 
woodpaste. Contains 
no nitrocellulose. Abso- 
lutely waterproof, 
Sands, planes — takes 
all finishes. 10c to 
75e and larger. Steady 
repeats — order from 
your jobber NOW. 





Jobbers—write or 
wire for discounts 





| SHEFFIELD BRONZE POWDER & STENCIL CO., Inc 
| EEE 3000 Woodhill Road, Cleveland, Ohio 











MOLDED RUBBER GOODS 
78.98? 


We stock a complete assortment of rubber 
tips and bumpers, and are equipped to mans- 
facture most anything for your special re- 
quirements. Catalogue No. 50 on request. 


ELASTIC TIP rig ed 
370 Atlantic Ave., Boston, 




















Increase dime sales WITH THIS NEW ALL-METAL 
REVOLVING DISPLAY CABINET... .. i) FREF! 


With an order for only 72 window 
front packets of Moore Push-Pins, 
glass and aluminum heads, and push- 
less hangers, you can receive absolutely 
free, this new, attractive revolving dis- 
play cabinet . .. Dealers everywhere have 
told us that odes literally jumped the 
day they placed it on their counter, 
Start this very day to increase your 
dime sales...order from your jobber. 


MOORE PUSH-PIN CO. 
113-125 Berkley St., Phila. 














7 ‘4 poet 
BRUSHES 


ad Zien sGhatetas 





Ly BRUSH-NU COMPANY 


BALTIMORE MARYLAND ‘' 








To completely satisfy your customers, ask your jobber for COLUMBIAN 
Tape-Marked. You can tell it by the Tape-Marker in all sizes and 
the red, white and blue surface markers in % inch diameter and larger. 


Columbi pany, Auburn, “The Cordage City”, N.Y. 


- GUARANTEED 


Rope C 


WATERPROOFED 








Genuir° DOMES & SILENCE 
SLIDE SILENTLY- SOFTLY - SMOOTHLY 
404 SET- 10% SET- 10% SET SAVE FURNITURE 


S & FLOORS-CREATE QUIET 








9 “Look for words DOMES of SILENCE” 


fe NOISELESS FOR TILE 
CEMENT OR MARBLE FLOORS IN 
ATH ROOMS. RESTAURANTS, ETC. 
LARGE SIZE FOR METAL & WOOD BEDS 
LARGE CHAIRS & ALL FURNITURE... 
Ask your Jobber— 
If he is not supplied, write to 














DOMES of SILENCE; Inc., 35 Pearl St. N. Y. C. 
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F L O° R E N c E 
GARDNER, MASS. c KANKAKEE, ILL. 
YEW YORK, CHICAGO, BOSTON, ATLANTA, DALLAS, DETROIT, SAN FRANCISCO 


STANDARD 7, COUNTRY 


Known everywhere by name 
and recognized as the stand- 
ard friction tape of the coun- 
try—Bull Dog Friction Tape. 
Nationally Advertised 

1, 2, 4 and 8 ounce rolls. 

In full color cartons 
packed in full color dis- 
play containers. 


BULL DOG 


' FRICTION 


TAPE 


BOSTON WOVEN HOSE & RUBBER CO., Cambridge, Mass. 





Sihaau Ole 


Sash Cord 
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1545 _ SHAPLEIGHS M, INETY- “THREE YEARS OF Ho me marae - 19.56 


Di ri Foae x y) 
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Shapleigh National Series No. 2070. HARDWARE AGE 








